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WASHINGTON—The House ways 
and means committee this week voted 
to report favorably a revised version of 
the life company income tax bill. It 
was scheduled to be reported to the 
House Friday. The bill differs in im- 
portant respects from the draft bill 
described in THE NATIONAL UNDERWRIT- 
rr of Jan. 31. In general, however, it is 
“proadly similar” to the original draft 
pill according to committee chairman 
Mills. 

It would levy about $540 millicn of 
revenue on 1958 income, although Mr. 
Mills noted that tus estimate was 
not final. 

Computation In Three Steps 


Chairman Mills stated that tne bill 
provides that the taxable income cf 
life companies will be comrguted in 
essentially three steps. The first step 
| will deal with the taxable investment 
| income. The second step will deal with 
a-‘part of the gains from operations 
that will be taxed currently. The third 
step will provide a tax at the time of 
distribution to shareholders on pre- 
viously non-taxed gain from opera- 
tions. Finally, the companies will pay 
a separate tax on their net long-term 
capital gains. 

The whole plan will operate in the 
following manner: 

Step 1—Investment income: All life 
companies will compute the taxable 
portion of their net investment in- 











Kilgour President 
Of Great-West Life 


D, E. Kilgour, vice-president and 
managing director, has been. elected 
president of Great- 
West Life. He will 
continue as chief 
executive officer. 
Joseph Harris, 
president since 
1951, was elected 
chairman, succeed- 
ing H. E. Sellers, 
who had asked to 
be relieved, though 
continuing as a 
director and mem- 
ber of the invest- k 
ment committee. OE gnu 
John A. MacAulay, was named a vice- 
president and Victor Sifton was re- 
elected a vice-president. 

Mr. Kilgour has spent his entire 
business career with Great-West, join- 
ing the company in 1933. In 1954, he 
was appointed general manager and 
the following year chief executive of- 
ficer. He was elected a director in 1956 
and in 1958 became vice-president and 
Managing director. 

Mr. MacAulay, senior partner in the 
| Winnipeg law firm of Aikins, MacAu- 
| lay & Co., has been a Great-West di- 
| rector since 1954. Mr. Sifton is pub- 
lisher of the Winnipeg Free Press and 
has been on the board since 1950 and 
a vice-president since 1951. 


Sy 














come by deducting a deduction rate 
multiplied by their adjusted life in- 
surance reserves. The deduction rate 
will be the average of their actual 
rate earned on assets and a special 
interest rate. The special interest rate 
can be the higher of the assumed re- 
serve interest rate on the company’s 
own books or the industry average 
assumed interest rate. The adjusted 
reserves will be the reserves shown 
on the company’s books reduced by 
10% for each one point by which the 
deduction rate exceeds the company’s 
own required interest rate. 

An additional small-business deduc- 
tion of 5% of net investment income 
will be allowed, with a ceiling on this 
deduction of $25,000. 

With respect to reserves held on 
qualified pension plans, the deduction 
will be computed in a special way. 
This deduction will be the actual earn- 


New Ways-Means Formula Changes 


Draft Bill Taxing Life Insurers 


ings rate of the company, multiplied 
by the reserves shown on the com- 
pany’s books. The companies will not 
be permitted to treat any of their 
pension reserves in this manner for 
1958. One-third of the pension re- 
serves will be treated in this way in 
1959; two-thirds in 1960; and all ot 
the pension reserves will be treated 
in this way beginning in 1961. 


An Additional Income Base 


Step 2—Gain or Loss from Opera- 
tions: The companies will compute an 
additional income base in step 2. 
Broadly speaking, this will correspond 
to the net gain from operations as 
shown on the company’s annual state- 
ment—without any deduction for the 
federal income tax but with appro- 
priate deduction for tax-exempt in- 


(CONTINUED ON PAGE 25) 








1958 Annual Statements Record Gains 


In Insurance In Force, 
A.A.L. 


A 7% increase in business over 1957 
was recorded by Aid Association for 
Lutherans. Insurance in force in- 
creased nearly $170 million to $1,434,- 
000,00. at year-end, and 1958 paid-for 
business was $212,424,000, exclusive 
of annuities. Premium income was 
$29,802,416, a gain of more than 3,- 
250,000. 

Assets increased $25 million to $274 
million. Net rate of interest earned 
was 4.17%. 

Payments to members and benefici- 
aries totaled $11,250,000 


BUSINESS MEN’S ASSURANCE 


A record growth in assets, income 
and insurance in force was reported 
by Business Men’s Assurance in 1958. 
Life sales amounted to $378,919,538, a 
gain of 9.4% over the $346,237,121 of 
the previous year. This increased vol- 
ume carried B.M.A’s total in-force to 
$1,527,487,240. 

Total income was $60,375,346, up 
8.9% over the $55,427,316 reported in 
1957. Premium income of $50,529,279 
compared with $46,717,914. The rate 
of investment return netted 3.59%, 
compared with 3.43% a year earlier. 
Investment income from securities and 
rents amounted to $6,484,588, up from 
$6,028,292. The net gain from opera- 
tions after dividends to policyholders 
and investment adjustments was $3,- 
139,746, compared with $2,817,816 in 
1957. 

Reinsurance paid volume rose 20.2% 
and premiums rose 15.5%. 

Admitted assets increased 8.2% to 
a total of $181,250,934 from $167,496,- 
124 in 1957. In 1958, bonds constituted 
the largest investment, while the year 
before, first mortgage loans ranked 
highest. Bond holdings rose from $64,- 
496,410 to $77,966,546; first mortgage 


Income And Assets 


Icans decreased from $78,263,443 to 
$77,350,755. 


CANADA LIFE 


New business of Canada Life in 1958 
consisted of $443,568,000 of life insur- 
ance and $40,407,000 of annuities, bring- 
ing insurance in force to $3,558,887.000, 
excluding reinsurance ceded to other 
companies. Total income was $112,733,- 
000. 

Assets amounted to $638,286,000. 
Contingency reserve is $23 million and 
unassigned surplus is $30,106,000. Cap- 
ital stock and shareholders’ fund total 
$2,208,000. 

Payments to policyholders and bene- 
ficiaries totaled $46,664,000, 68% of 
this being paid to living policyholders. 

(CONTINUED ON PAGE 27) 
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MUTUAL CON- 
GRATULA- 
TIONS: Thomas 
Thacher, (left). 
new insurance 
superintendent of 
New York, apr 
Harry J. McCal- 
lion, associate gen- 
eral counsel of 
New York Life, 
new chairman of 
the insurance sec- 
tion of the New 
York State Bar 
Assn., at the sec- 
tion’s annual meet- 
ing in New York 
City. 





McCallion Warns Of 
Anti-Trust Pitfalls 
In Joint Claim Work 


Independent Decisions Are. 
Essential, Says Head Of 
N. Y. Bar’s Insurance Unit 


NEW YORK—Insurers having 2 
common claimant won’t get into ar.ti- 
trust trouble by merely exchanging 
factual information, but each company 
should make sure its action is base.! 
on its independent judgment, said 
Harry J. McCallion, associate general 
counsel of New York Life, at the 
meeting here of Eastern Life Clo:ms 
Conference. Mr. McCallion was re- 
cently elected chairman of the New 
York State Bar Assn.’s insurance law 
section. 

While the conference is composed 
of life and A&S claims executives, 
Mr. McCallion told THE NATIONAL 
UNDERWRITER that his warnings would 
apply equally to other types of insur- 
ance claims handling. 

While the exchange of factual in- 
formation about a common claimant 
is generally unobjectionable from an 
anti-trust angle, provided each com- 
pany exercises independent judgment 
in handling the claim, Mr. McCallion 
advised his audience to avoid the in- 
discriminate seeking of factual infor- 
mation from other companies and sug- 
gested that it would be more desirable 
to restrict the procedure to special 
circumstances where there is a par- 
ticular need for it. In no event, he 
said, should the procedure be used as 
a substitute for adequate independent 
investigation. 

What is particularly to be avoided, 
Mr. McCallion indicated, is any con- 
certed agreement among companies, 
whether tacit or express, as to the 
disposition of an individual claim or 
the uniform handling of particular 
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Protests By Mutual Funds Cause Grubbs Succeeds 
Cancelling Of Arch-Foe’s Talks 


By ROBERT B. MITCHELL 


NEW YORK—Five talks that Victor 
R. Goldberg was scheduled to make 
on the negative aspects of mutual 
funds have been cancelled—at Mr. 
Goldberg’s request—because of pro- 
tests from mutual-fund sources. 

Mr. Goldberg, who is general agent 
of Mutual Benefit Life at Hempstead, 
N. Y., is widely known as an out- 
spoken critic of the mutual funds. 

In the only speaking engagement 
involving the New York City Life Un- 
derwriters Assn.—before the Nassau 
county branch Feb. 26—the associa- 
tion’s administrative v.ce-president, 
Stanley Wayne, general agent cf Mu- 
tual Benefi:c Life, requested that tne 
branch postpone Mr. Goldberg’s talk 
until the association could determine 
whether the mutual-fund protests 
were warranted. 

The other talks were to have been 
before the Plainfield (N. J.) Life Un- 
derwriters Assn., the Hempstead Lions 
Club, the Westchester County (N. Y.) 
Life Underwriters Assn., and a CLU 
class in New York City. 

The mutual-fund protests were 
based on the assumption that the 
scheduled talks would be along the 
lines of Mr. Goldberg’s Jan. 8 all-out 
attack on his favorite target which 
he gave at the New York City Life 
Underwriters Assn.’s educational con- 
ference. The scheduling of that talk 
was also protested in advance by Na- 
tional Assn. of Investment Compa- 
nies, which had been disturbed by a 
talk given by Mr. Goldberg nearly five 
years ago and reported in THE Na- 
TIONAL UNDERWRITER of April 16, 1954. 


No Point-By-Point Rebuttal 


In a brief account of the Jan. 8 
meeting, in the Jan. 17 issue, THE Na- 
TIONAL UNDERWRITER said: “Believ- 
ing that the usefulness of Mr. Gold- 
berg’s talk to life insurance men will 
be enhanced by permitting the Na- 
tional Assn. of Investment Companies 
to make the best answers it can to his 
accusations, THE NATIONAL UNDERWRIT- 
ER is withholding its more com- 
plete account of Mr. Goldberg’s talk 
until the NAIC has had a chance to 
go over the transcript and attempt to 
refute any points it believes are erro- 
neous, after which Mr. Goldberg will 
be given the opportunity to rebut the 
NAIC criticisms.” 

After looking over the stenographic 
transcript, made by NAIC with the 
city association’s permission, NAIC of- 
ficials decided against a _ point-by- 
point refutation. It held that the en- 
tire talk constituted a violation of the 
joint principles agreement’ entered 
into four years ago by NAIC and Na- 
tional Assn. of Life Underwriters. 
This agreement had its beginnings in 
Mr. Goldberg’s 1954 mutual-funds 
speech, which brought a protest from 
NAIC to NALU and led to discus- 
sions and the adoption of the agree- 
ment. 

Because of NAIC's refusal to com- 
ment on the specific points in Mr. 
Goldberg’s recent New York talk, THE 
NATIONAL UNDZRWRITER is asking the 
various funds criticized in his talk to 
comment on what Mr. Goldberg said 
about their operations. This procedure 


will delay still further the reporting 
of Mr. Goldberg’s talk but it is de- 
signed to forestall complaints that his 
criticisms were either factually inac- 
curate or based on unwarranted in- 
ferences. 

The NAIC’s reasons for not wanting 
to reply on a point-by-point basis to 
Mr. Goldberg’s New York talk were 
given, at the request of THE NATIONAL 
UNDERWRITER, by E. B. Burr, exec- 
utive vice-president of the One Wil- 
liam Street Fund and chairman of 
the NAIC committee on relations with 
the life insurance business. He was 
formerly educationul director of In- 
stitute of Life Insurance. 

Calling the Jan. 8 talk merely an 
updated version of the 1954 speech, 
Mr. Burr said: “We feel that the talk 
is based on incomplete information 
and an inadequate knowledge of com- 
mon-stock investing in general and 
mutual funds in particular.” 


Asked for comment on Mr. Burr’s 
(CONTINUED ON PAGE 26) 


Mort L. Levy Heads 
Life Underwriters 


Assn. Of Canada 


Mort L. Levy, Imperial Life, Toronto 
became president of Life Underwriters 
Assn. of Canada at the annual meeting 
in Toronto. He advanced automati- 
ally from the office of president-elect, 
to which he was elected a year ago. 

Other officers are: president-elect, 
Roger Martel, Alliance Mutual, Mont- 
real; board chairman, J. H. Peters, 
Manufacturers, Toronto; vice-chair- 
man, Fraser Deacon, Canada Life, To- 
ronto; honorary treasurer, W. A. Hand, 
Confederation Life, Toronto, and chair- 
of the CLU institute, N.H. Evely, Prud- 
ential of England, Toronto. 

Fourteen regional vice-presidents 
and 14 regional directors were also 
elected. 


Endorses Educational Setup 


The association endorsed a new ed- 
ucational setup, under which the 
courses leading to the CLU designation 
have been integrated with the Life Un- 
derwriters Assn. Training course inte 
a five-year training and education pro- 
gram. Under the revised curriculum, 
students for the CLU designation wi!! 
be doing advanced study in such sub- 
jects as economics, accounting, life in- 
surance and commercial law, taxation, 
corporation finance, and pyschology. 
Candidates will be required to have 
completed the two-year LUATC pro- 
gram or demonstrate through an exam- 
ination that they are qualified to enter 
the CLU course. 

The “totem pole” for the most effec- 
tive year of operation went to the Cal- 
gary association. The John A. Tory 
medal, awarded annually to the most 
outstanding CLU graduate of the year, 
went to J. A. C. MacIntosh of Vancouv- 
er. The Fernand De Haerne trophy was 
won by the Vancouver association for 
the fourth time in 11 years, for out- 
standing achievement in sponsoring 
the CLU course. 

Membership is up by about 12%. The 
association estimates that it represents 
nearly 85% of all Canadian life agents 
eligible for membership. 





John Binning As 
Nebraska Director 


William E. Grubbs has been ap- 
pointed Nebraska insurance director 
replacing John H. Binning. Mr. Binn- 
ing, who was in office 18 months, 
suffered from a change in administra- 
tion at the last election. He is return- 
ing to private law practice at Lincoln. 

Mr. Grubbs, 32, is a University of 
Colorado graduate. He ran for attorney 
general of Nebraska on the Democratic 
ticket. He is from Scottsbluff where he 
was vice-president of the city council. 


Ark. Companies Form 
State Life Convention 


Arkansas Life Convention has been 
organized by domestic life companies, 
and Robert M. Saxon, president of 
Southern National Life, is president. 

Other officers are Milton J. Gunn, 
Transcontinental L.&A., vice-president, 
and Frank Whitbeck, Pioneer Western 
Life, secretary. Executive committee 
members are Herbert L. Thomas Jr., 
First Pyramid Life; Paul Chambers, 
Washington Standard; Idus Jones, 
Ozark National, and Herbert L. Graves, 
National Old Line Life. 

Membership comprises 20 compa- 
nies representing more than 98% of 
the legal reserve life insurance in force 
in the state. 


Named To Advisory Board 

Ohio National Life has named Roy 
D. Morris, Salem, Ore., and reelected 
Larry Boord, Dayton, to the iseld ad- 
visory board for three-year terms. The 
board consists of seven leading general 
agents who confer with the home 
office administration on suggestions 
from the field force. The Boord and 
Morris agencies ranked third and 
sixth in sales last year. 
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McMillon Endorsed 
As Candidate For 
Secretary Of NALU 


The candidacy of R. L. McMillon, 
district agent at Abilene of Business 
Men’s_ Assurance, 
for secretary of 
National Assn. of 
Life Underwriters 
has been endorsed 
by the Texas life 
agents’ association. 
The annual con- 
vention will be 
held at Philadel- 
phia, Sept. 20-25, 

Mr. McMillon is 
currently a NALU 
trustee and chair- 
man of its mem- 
bership committee. In addition, he has 
served on many other committees in the 
past. He is a past president of both the 
Texas life agents’ and A&S agents’ 





R. L. McMillon 


associations and West Central Texas | 


Assn. of Life Underwriters. 

A veteran of numerous speaking en- 
gagements, Mr. McMillon has been in 
the business since 1946 with B.M.A. at 
Abilene. 


Relates Vascular Surgery 


To Chicago Underwriters 

Developments in blood vessel sur- 
gery were described by Dr. P. C. Wal- 
do, medical director of Washington 
National, at the February meeting of 
Chicago Home Office Underwriters 
Assn. 

Dr. Waldo reviewed the search for 
an’ ideal vascular prothesis or sub- 
stitute. The prothesis sought had to be 
one which would be chemically inert, 


would not produce allergy, could with- . 


stand sterilization and mechanical 
strain and could be produced with 
reasonable ease and low cost. After 
experimenting with nylon, orlon and 
dacron, it was determined that the 
best results in suturing blood vessels 
could be obtained from.a dacron 
knitted tube. 





Advertisers’ North Central Committee Meets 


Some of the committee members named at Cincinnati for the upcoming North 






Central Round Table of Life Insurance Advertisers Assn., April 16-17. From 
left: Ronald Jones, Kansas City Life; Kenneth Rutland, Ohio National; Gene 
Williamson, Union Central; Samuel J. Osborn, Ohio National, general chair- 
man of the Round Table, and Mary Hickey, Northwestern Mutual. 


April 16-17 are the dates scheduled 
for Life Insurance Advertisers Assn.’s 
1959 North Central Round Table, the 
conference to be held in Cincinnati at 
the Netherland Hilton Hotel. 

A committee meeting held in Cin- 
cinnati to lay the groundwork for the 
Round Table sessions resulted in the 
selection of a theme for the confer- 
ence: “The Life Advertiser—Architect 
of Sales.” Committee members were 
also named for various conference 


posts. 

Samuel J. Osborn, director sales pro- 
motion Ohio National, was named gen- 
eral chairman of the Round Table. 
Those assisting him include Mary G. 
Hickey, Northwestern Mutual, pro- 
gram chairman; Ronald Jones, Kansas 
City Life, secretary and treasurer; £. 
Richard Schlattman, Minnesota Mutu- 
al, publicity; Gene Williamson, Union 
Central, promotion, and Kenneth Rut- 
land, Ohio National, arrangements. 
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“And if I'm not back in twenty years, honey, 
be sure and pay my next Provident Mutual premium” 


Yes, Provident Mutual policyowners can pay their 
life insurance premiums up to twenty years in 
advance (with 314% discount)—or through the 
Premium Deposit Fund, make monthly payments 
(with interest credited) toward the payment of the 
next premium. They can pay practically and con- 
veniently under a Salary Savings Plan—or on an 


Automatic Payment Plan. And, of course, they can 
pay on a regular basis, either monthly, quarterly, 
semiannually, or annually. 

This flexibility of premium payment is one more 
indication of Provident Mutual’s continuing belief 
that greater convenience for customers means 
better business for brokers and agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 





N.Y. State Agents 
Object To Family 
Group Cover Bills 


ALBANY—New York State Assn. of 
Life Underwriters has voiced strong 
opposition to proposed legislation that 
would authorize the placing of group 
life insurance for the employe and his 
entire family under the control of the 
employer. 

The bills, known as senate bill 445 
and assembly bill 606, would amend 
section 204 of the insurance law. The 
preposed legislation, introduced by 
Sen. Marro and Assemblyman Corso, 
is similar to bills introduced in past 
years. 

In announcing opposition to the 
bills, Lewis J. Montani, Metropolitan 
Life, Plattsburgh, association presi- 
dent, stated that this legislation would 
permit the entire life insurance pro- 
gram of the worker and his family to 
be placed in jeopardy in the event of 
the worker’s death, disability or loss 
of job. In addition, Mr. Montani 
pointed out that legislation of this 
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One Good Way To Keep 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “borderline” cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, ‘Reinsurance 
Exclusively”. Why not write for your free 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


HizNATIONAL UNDERWRITER 


type was totally unnecessary, as the 
well known family plan policy pro- 
vides the head of the household with 
the opportunity to insure himself and 
his family without the disadvantages 
of employer control. 


Summarizes Objections 


Mr. Montani summarized the objec- 
tions of the association to the pro- 
posed bills: “We oppose this bill on 
two grounds. First, the employer 
(owner of the master group policy) 
will control the life insurance on all 
members of the worker’s family. In 
the event of loss of his job, not only 
his own life insurance will lapse, but 
also the life insurance on his wife and 
children will lapse, if this bill be- 
comes law. The same loss of life in- 
surance will occur on the death of 
the worker, or on his disability. We 
believe this is unsound life insur- 
ance for the family. 

“Second, there is less reason for 
this legislation now than 10 years 
ago when it was first introduced. The 
life insurance companies have de- 
signed a new policy, which has been 
available since 1956, known as the 





Happy 


GROUP 











February 14, 1959 


SHOW 1958 INSURANCE RESULTS 


1958 






























1957 1958 1957 


New New Increase in Increase in 
Business Business Insurance Insurance 
¢ In Force In A 
$ 

Bankers Life of Iowa 467,502,6771 479,597,269 288,402,313 341,153,534 
Bankers Life of Nebraska .. . 114,151,112 101,787,752 68,466,626 63,939,404 
Business Men’s Assurance .. 363,634,113? 345,233,500" 188,653,594 179,300,359 

Franklin Life 750,598,729 701,477,179 364,811,414 412,860, 
Tefferson Standard o..ceccssesseesseessnesssee 217,696,195 229,822,210 95,304,675 124,208,419 
MBAS CICYT iME ea .yecccccscccsessvsssnccncvegnessioe 161,550,155 169,809,612 59,740,946 72,003,986 
Manufacturers Life . 430,287,103 380,499,333 271,537,791 248,925.15) 
Massachusetts Mutua ,101,999,2 893,301,929 723,140,913 593, 104,845 
Minnesota Mutual ... . 389,235,342 283,752,348 280,042,433 189,010,535 

Monumental Life ... 149,261,943 156,089,742 41,561,673 5,323; 
Mutual Life Of N.Y. .... 962.728,940 826,793,063 557,696,157 496,831,299 
National Life of Vermont -. 298,631,823 289,908,725 183,640,419 191,147,06} 
North American L. & Cy. wees 205,649,688 179,581,465 134,806,705 124,042.35) 
Ohio National 151,425,155* 150,144,653 58,580,814 1,524,434 
Penn. Mutual 646,668,664 643,037,747! 237,317,481 293,036,125 
Provident Mutual 256,130,607 379,907,535 198,581,002 282,041,688 
Republic National ..........cccccccssseeseseeeeeee 676,725,817° 643,412,296: 371,374,304 3,348,437 
Security Life & Trust . 355,934,374 313,507,060 106,735,341 92,442,917 
United Benefit Life 0.0... eee 283,476,378 286,831,393 187,930,012 88,519,754 
West Coast Life 90,125,977 56,193,457 40,179,007 17,213,511 
New business figures include the following amounts of revivals and increases for 1958 and 

1957, respectively: 1$47,477,141, $71,561,543; 2$22,046,399, $21,191,054, not including . $15,285 





family policy. All members of the 
family can be insured under one pol- 
icy and the control of it remains with- 
in the family. During periods of ill- 
ness, or loss of work, there are emer- 
gency values to draw upon to keep 
the policy in effect. In event of death 
of the worker, the life insurance on 
the children becomes paid up until 
age 25 and the life insurance on the 
wife is paid up until age 65. The pre- 
mium for all members of the family is 
very low and the initiative of the fam- 
ily life insurance remains under the 
control of the family—not the em- 
ployer. 

“Eight and one-half billion dollars 
of this type of life insurance was 
bought by workers in 1957. 

“The 6,000 life underwriter mem- 
bers of the New York state associa- 
tion are still opposed to this depend- 
ents’ group life bill.” 


Health Insurance Problems 
Studied At Minn. Clinic 


STILLWATER, MINN.—Current 
problems in health insurance were ex- 
plored in a two-day clinic here spon- 
sored by the St. Paul Committee On 
Industrial Relations, attended by 
about 45 representatives of industrial 
firms. 

“Voluntary Health Insurance Ver- 
sus Socialized Medicine” was discussed 
by Stefan Hansen, vice-president of 
Great-West Life, and ways and means 
by which employers can work toward 
a solution of current health insurance 
problems were explained by John F. 
Abel, consultant Towers, Perrin, For- 
ster & Crosby, Chicago. A case study 
of what General Electric Co. is doing 
to provide adequate medical care to 
its employes was presented by George 
P. Lehmann of that company. 
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COLONIAL'S NEW 


10-24 Employee Group Package Plan 


LIFE . . . Including accidental death and dismember- 
ment benefits on and off the job 


LOSS OF TIME . . . weekly indemnity for partial 


replacement of income lost due to accident or 
sickness (not available in states having compulsory 


HEALTH... hospital, surgical, ambulance, medical 
and maternity benefits for employees and their 


Write for our ‘‘group kit'’—it includes a pre-approach letter 


and an employer's booklet that will present the package 


"Colonial Life 


INSURANCE COMPANY OF AMERICA 
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Eubank Will Retire 
As GA; Henderson 
To Be Sole Manager 


NEW YORK—One of the life insur- 
ance business’s more colorful personal- 





H. G. Henderson 


G. A. Eubank 


ities, Gerald A. Eubank, will retire as 
co-manager of Prudential’s downtown 
New York City agency May 1, when his 
long-time associate, Hiram G. Hender- 
son, will become manager. The agency 
will change from general agency to 
managerial status. 

Those who know the energetic Mr. 
Eubank will find the word “retire- 
ment” an incongruous one. That’s the 
way he looks at it, too. 

“Retirement means pushing up dai- 
sies and I don’t intend to be doing 
that,” he said. “I’m going to live and 
practice all the virtues and vices ordi- 
narily attributed to a man of my station 
in life. And I’m going to play lots of 
golf.” 


Keeping Home Office Post 


Mr. Eubank, a retired rear-admiral 
in the naval reserve, will continue as 
special assistant to Prudential Presi- 
dent Carrol M. Shanks, an appointment 
he received in 1949. He’ll also be devot- 
ing time to his many other business and 
personal interests. Among the latter is 
his recently acquired home at St. Au- 
gustine, Fla. 

Mr. Eubank started early on his sell- 
ing career. As a youngster in Houston, 
where his father was a newspaper man, 
he won a prize for selling magazines. 
In 1914, after a four-year navy hitch, 
he started selling insurance at 22 in 
Baltimore. A year later he became Vir- 
ginia general agent for Connecticut 
Mutual Life. 

Following his return to the navy in 
World War I, Mr. Eubank began his 
career of agency building. In 1920 he 
became manager at Detroit for Canada 
Life. Though a manager, he accounted 
personally for a million or more un- 
inflated dollars worth of business a 
year. 


Formed Hart & Eubank 


In 1924, with the late Hugh D. Hart, 
he formed a general agency for Aetna 
Life at New York. Within a year it led 
all agencies in paid ordinary. In three 
years Hart & Eubank put $200 million 
of life insurance on the books. In 1926 
alone the agency produced more than 
$66 million of ordinary, plus $15 mil- 
lion of group. 

Mr. Eubank went on, in 1927, to set 
up the life insurance department of the 
huge Johnson & Higgins brokerage firm 
in New York City. By the early ’30s he 
was doubling his business almost every 
year, a phenomenal record in a time 
when many agencies were recording 
losses on the brokerage side. And he 
was doing a strictly brokerage business. 

When Johnson & Higgins retired as 
Prudential general agents at New York, 
he was appointed their successor and 
became general agent in charge of the 
downtown agency. 

Recalled to naval service in 1940, Mr. 
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Eubank put his sales and executive 
skills into organizing and leading the 
navy’s world-wide war savings bond 
program. Almost 2 million individual 
war bond allotments by uniformed per- 
sonnel, plus a record volume of sales 
to 93% of the navy’s civilian employes 
resulted from his efforts. He was pro- 
moted to rear-admiral in 1944 and was 
cited twice by the navy and once by the 
Treasury Department for distinguished 
service. He was awarded the navy Le- 
gion of Merit by the President. 

Returning to civilian life, Mr. Eu- 
bank led the reestablishment of Pru- 
dential’s agency system in his home 
state, Texas. Then came the decentral- 
ization program, in which he was a 
leading figure in setting up regional 
home offices. 

Mr. Henderson was in the banking 
business in his native country, Canada, 
before entering insurance. He joined 
Hart & Eubank in 1925 and became 
head of the new business department. 
He was with Johnson & Higgins’ life 
department as assistant manager, con- 
tinuing in that capacity when the life 
department became a separate agency. 
He was named co-manager in 1948. He 
was board chairman of New York City 
Life Underwriters Assn. in 1957. 


Name Head Of Joint 
Committee On A&S 
Morbidity Studies 


J. Henry Smith, underwriting vice- 
president of Equitable Society, has 
been appointed chairman of the joint 
steering committee on morbidity stud- 
ies in individual A&S insurance of 
Society of Actuaries and Health In- 
surance Assn. 

The committee was recently formed 
to consolidate the collection and inter- 
pretation of experience in the health 
insurance field. 

Members for the society are John H. 
Miller, vice-president and senior act- 
uary, Monarch Life; John S. Thompson 
Jr., associate actuary, New York Life, 
and Charles N. Walker, assistant vice- 
president, Lincoln National Life 

Members from the association are 
John C. Angle, vice-president and 
actuary, Woodmen Accident & Life; 
A. V. Resony, actuary, Hartford Acci- 
dent, and D. J. Schonberg, vice-presi- 
dent Mutual Benefit H.&A. David Rob- 
bins, HIA assistant director of statisti- 
cal research, is ad hoc representative of 
the committee. 


Freshman Awards To Five 
At Massachusetts Mutual 


Massachusetts Mutual’s freshman 
five awards have been given to 
Charles A. Norris, Greensboro, N. C.; 
J. Frank Kelley III, Atlanta; Albert 
J. McAnulty, Boston; John H. Dixon, 
Denver, and Elry G. Falkenstein, Chi- 
cago, who completed their initial con- 
tract years in 1958 and led other 
eligible producers in volume, first- 
year commissions and covered lives. 

The award winners’ combined pro- 
duction totals were $5,430,607 in vol- 
ume, $33,724 in commissions and 578 
lives. 


Pacific Mutual To Build 
Regional Office At Dallas 


A regional headquarters building 
will be built at Dallas by Pacific 
Mutual Life. Situated on a five-acre 
tract, the building will house the 
Whaley agency, and the Dallas group, 
district claims and district mortgage 
loans offices. The structure will be 
ready for occupancy next fall. 


Pa. Companies Form 
Information Bureau 


Eighteen Pennsylvania insurers, in- 
cluding life and fire and casualty com- 
panies, mutual and stock have formed 
Insurance Information Office of Penn- 
sylvania, with headquarters at Phil- 
adelphia. The bureau will disseminate 
insurance information throughout the 
state through the press, radio, TV and 
direct mail. It will develop public serv- 
ice programs in health, safety and pres- 
ervation of property. Membership in 
the bureau, which will engage in no 
legislative activity, is open to all do- 
mestic insurers. 

Herbert P. Stellwagen, executive 
vice-president of North America, is 
chairman of the information bureau, 
and Addison Roberts, vice-president 
and treasurer of Reliance, is treasurer. 
The bureau will be managed by Ivan 
H. Peterman, newspaper man, who 
writes a syndicated column on interna- 
tional affairs. 

Charter members of IIOP are Amer- 
can Casualty, Calvert Fire, Fidelity 
Mutual Life, Germantown Fire, North 


one of the 


ALC Slates Three 
Regional Meetings 


Dates and locations have been set 
for three regional meetings of Ameri- 
can Life Convention. They will be at 
Houston, April 2-3; Birmingham, April 
13-14; and St. Paul, May 7-8. 

No formal speeches will be pres- 
ented, but letters will be sent to all 
member companies suggesting topics 
of probable interest and requesting 
further suggestions. 


Elmer M. Walsh Sr., Chicago attor- 
ney, and J. G. Ferguson Sr., founder 
and manager of Washington National’s 
newspaper and automobile club acci- 
dent divisions, have been named di- 
rectors of the company. 





America, Keystone, National Safety 
Mutual, Penn Mutual Life, Pennsylva- 
nia Lumbermens Mutual, Pennsylvania 
Manufacturers Assn. Casualty, Penn- 
sylvania General, Provident Mutual 
Life, Quaker City Life, Reliance, 
Transportation Mutual, Erie Exchange, 
Harleysville Mutual, and National Un- 
ion. 
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usiest 


Comparable year-to-date figures show that Central Life’s 
sales have consistently run well ahead of the life insur- 


ance industry as a whole. 


There are several reasons 


why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 


(except single premium). 


The quantity discount idea, 


first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 
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at the expense of financial security 
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FieNATIONAL UNDERWRITER 


Peirce: One-Stop Service Just A Theory; 
Ample Market Remains For Life, A&S Sales 


Noting that much has been said about 
what the new year will hold, Frederic 
M. Peirce, presi- 
dent General 
American Life, has 
added his own 
observations: At 
the moment there 
is nothing to indi- 
cate that the “one- 
stop service” is 
anything more 
than an “interest- 
ing theory,” and 
for many years to 
come there will be 
an ample market 
for the man who 
sells just life and A&S. 

Named “Man of the Year” by St. 
Louis General Agents & Managers 
Assn., and speaking at the annual ban- 
quet, Mr. Peirce also had much to say 
regarding inflation, the price of life 





Frederic M. Peirce 


insurance, and “mass marketing” via 
group insurance. 

There has been much discussion of 
and debate for so-called “one-stop” 
insurance service, Mr. Peirce said. The 
proponents of this concept indicate 
that it is developing as a result of a 
demand on the part of the public for 
one individual to service all of their 
insurance needs. It is a most interest- 
ing theory and if it is so, then it would 
appear that the management of a life 
company which did not begin to make 
casualty lines available to its sales 
organization or, conversely, a casualty 
company which did not begin selling, 
or have a working arrangement with, 
a life insurance company would be 
shortsighted indeed. But at the mo- 
ment there is nothing to indicate that 
this is any more than an interesting 
theory. Even the companies which 
have been in both personal and proper- 
ty lines for a number of years have 
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Popular votes select the win- 
ning boy and girl photos. It’s 
proven to be an exciting con- 
test — combined with worth- 
while prizes, incentives PLUS 
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not yet proven anything beyond the 
fact that they have multi-coverage 
salesmen. They have not proven that 
they have multi-coverage policyholders. 
These are two quite different things. 

Property coverages are one-time 
sales. Life insurance is a depth sale, 
bought in bits and pieces as the family 
fortunes and circumstances change, 
Mr. Peirce noted. The life underwriter 
with the range of knowledge of the 
versatility of his service enabling him 
to recommend either the solution to a 
single need or the solution to a com- 
plicated estate transfer problem must 
be a specialist. In like fashion, the 
property underwriter who is qualified 
to recommend coverages providing 
indemnity against the variety of pro- 
perty risks which a business may face 
is also a highly trained specialist. In 
between is the underwriter whose 
primary objective is to sell life and 
who may, on occasion and as a cour- 
tesy, cover a property risk for a client. 
It seems to be highly unlikely, how- 
ever, that many individuals can suc- 
cessfully be specialists in personal and 
business life insurance, and personal 
and property insurance simultaneous- 


iy?” 
Recent Recession Noted 


One of the most jarring notes of the 
1958 recession was that it had little 
impact on the general price level, Mr. 
Peirce said. As the fourth quarter 
approached, prices were at about the 
same level that existed at the begin- 
ning of the recession. Employment 
dropped, but, even with unemploy- 
ment, wages continued to rise. There- 
fore, as the country enters a period of 
increased business activity, it does so 
with prices and wages at a higher 
point than ever before. There are 
pressures for still higher prices and 
wages, but by reason of increased 
productivity and heretofore idle plant 
capacity, these pressures may be off- 
set, thus permitting price stability. 
Should the economy approach capacity 
operation, as it might in the latter 
months of 1959, there is a danger of 
renewed inflation. 

This is especially significant to the 
life salesman, Mr. Peirce suggested. 
The expected increase in business 
activity in 1959 is attributable to a 
number of  factors—governmental 
spending, inventory buying, housing, 
business capital spending—but princi- 
pally to a substantial increase in the 
rate of consumer spending. If con- 
sumer spending over-reaches produc- 
tive capacity, the elements of classic 
inflation are present, with demand 
exceeding supply. This is where the life 
man comes in. Every single dollar that 
can be diverted out of the consumer 
spending stream into the _ savings 
channel of life insurance reduces the 
inflationary pressure. 


Factors In Expected Increase 


There is much preoccupation today 
with the price of life insurance. Cer- 
tainly it is the constant responsibility 
of life companies to provide protection 
and service to policyowners at the 
lowest possible cost consistent with 
safety of principle and soundness of 
operation. “But I wonder if we have 
not become so fascinated with price 
that we have forgotten that the basic 
purpose of our service is to provide 
protection,” Mr. Peirce said. A ten 
year term policy bought at the lowest 
possible net cost may be twice as 
expensive as a ten year endowment 
bought on the high gross premium. If 
it were possible to tell when a man is 
going to die, it would be possible to 
tell what is the least expensive insur- 
ance possible for him to buy. Without 
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Says A&S Sales Can 
Boost ‘Life Only’ 
Agent's Income 15% 


If the field man who devotes his 
time exclusively to life insurance sales 
sets aside no more than five minutes a 
day during 1959 to think about A&s§ 
sales and how he can promote them, he 
will see his income increase some 15% 


’ by the end of the year. 


This prediction for producers who 
have neglected trying to sell A&S was 
given by Earle Y. Duncanson, assistant 
manager of Connecticut General's 
Smerling agency at New York at a 
meeting of New York City Life Super- 
visors Assn. 

Mr. Duncanson told his audience the 
“life only” supervisor, manager or gen- 
eral agent is being “left at the post,” 
and if he doesn’t wake up to the sale 
possibilities in the A&S field, he is 
going to end up watching his brokers 
slip through his fingers, his full time 
agents being attracted away from him 
by agencies pushing both life and A&S 
lines and his income either sharply 
reduced or not keeping pace with his 
competitors. 

A&S sales, Mr. Duncanson said, go 
hand in glove with life sales and the 
producer who understands this fact 
and has a working knowledge of his 
product and its markets will be doing 
himself and his clients a service if he 
includes both coverages in his portfolio. 


Coverage For Breadwinner 


As far as markets are concerned, 
Mr. Duncanson said, adequate cover- 
age of the family breadwinner is the 
most obvious one, but there are several 
areas for sales that have gone virtually 
unexplored. Among the latter he listed 
the female market as an untapped 
field. Most producers, he said, will 
work hard at getting in to see a 
business executive, while at the same 
time overlooking a potential client's 
secretary as a really important pro- 
spect. . 

Another almost untouched field, but 
one which is coming into its own in 
recent months, is disability coverage 
in business agreements. Also, if a 
prospect has mortgage insurance he is 
covered only in case of death. What 
happens, however if he becomes mere- 
ly disabled? How will he continue 
mortgage payments then? Here, Mr. 
Duncanson said, is another area for 
A&sS sales. 

Still another prospect is the insured 
who has just settled a claim on his 
existing A&S coverage and who sud- 
denly realizes how inadequate his 
program is. In this case the client is a 
ready prospect for additional coverage. 


Rosenthal Agency Wins Top 


General American Award 


The Adam Rosenthal agency of St. 
Louis has won the president’s million- 
dollar cup of General American Life, 
and in winning the highest agency 
honor for the third time, has retired 
the cup. The award is made to the best 
all around million-dollar-plus agency. 

Other award winning agencies are 
W. Stanley Stuart, St. Louis, agency 
achievement cup; Fred F. Sale, St. 
Louis, paid premium plaque; and the 
Kamaaina agencies, Honolulu, paid 
volume plaque. Individual awards 
went to Joseph S. Graves, St. Louis, 
life volume leader plaque; Clay W. 
Gibson, Memphis, A&S leader plaque; 
Harry C. M. Young, Pittsburgh, group 
leader plaque, and William D. Gra- 
ham, St. Louis, recruit of the year. 
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Mutual Fund Defines 


H2zNATIONAL UNDERWRITER 


‘Adequate Life 


Insurance’: Twice One's Yearly Income 


NEW YORK—Mutual funds have 
long agreed that “adequate life insur- 
ance” should come before an invest- 
ment in mutual funds but how much 
should be considered “adequate” has 
been a moot point for equally long. 

Now, however, First Investors Corp., 
which sells Wellington Fund and is 
one of the largest of the contractural- 
payment plan distributors, has come 
up with the answer: It’s twice the 


man’s annual salary or earned in- 
come. 

Other than this fantastic underesti- 
mate of life insurance adequacy, the 
article in which it appears (in an 
F.I.C. house organ) displays a spirit 
of friendly cooperation toward life in- 
surance and life agents. 

It warns against knocking the com- 
petition in general and life insurance 
in particular. 


“When this competition is life in- 
surance, the error is triply compound- 
ed,” the article states. 

“1. Life insurance must come be- 
fore contractual plans in the indivi- 
dual’s financial planning. 


Is Valuable Accompaniment 


“2. Life insurance is a valuable ac- 
companiment to contractual plans 
which this protection is needed to as- 
sure completion of the plan in case of 
death. 

“3. Life insurance is a strong and 
respected factor in our national econ- 





Northwestern Mutual’s 


point of view 


makes a difference... 


e believe that 
selling in the field 
is vital training for agency 


executives. 


safeguarding tomorrow 





very one of our General and District 
Agents has, at one time, sold effec- 
tively in the field. The majority of our 
Home Office Agency Department officers 
have similar backgrounds. Several home 
office executives are also Chartered Life 


Underwriters. 


Naturally, men with such down-to-earth 
understanding of life insurance selling 
have the best possible grasp of an agent’s 
problems. They are able to help North- 
western Mutual agents make progress in 
a practical and realistic way. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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omy and those who attack it weaken 
themselves instead of their supposed 
competition. 

“It is the responsibility of the F.L¢. 
representative to see to it that his 
client carries adequate life insurance 
protection, preceeding and accompany. 
ing his contractual plan. It is a delib. 
erate evasion of this responsibility to 
discount the value of life insurance pro. 
tection which has been intelligently 
sold in adequate amounts. 

“Does your prospect have life insur. 
ance protection approximating twice 
his annual salary or earned income? 

“If the answer is yes, convert your 
prospect into a client. 

“If the answer is no, you can do this 
unqualified prospect a great service 
by suggesting that he get adequate in- 
surance from a qualified life insur. 
ance man. You can also create or re- 
new a good working relationship with 
a life insurance man, who will appre- 
ciate your information about this un- 
derinsured individual—and who can, 
as happens when this is practiced, in 
turn give you information on _ those 
clients of his who are ready to invest, 
As has been found, this insistence on 
adequate life insurance turns doubtful 
prospects into good clients—and brings 
in new, qualified prospects. 

“In the last analysis, thorough 
knowledge on your part of your own 
business, and in the relationship of 
life insurance to it, will lead you to 
the conclusion that it is folly to take 
pot shots at a competitor—when a 
strong offensive in behalf of your 
product will bring lasting success and 
prosperity.” 


Named Administrative V-P 
Of Connell, Price & Co. 


Connell, Price & Co., consultants and = 
have named — 


actuaries of Boston, 
George D. Chester administrative 


vice-president. Mr. Chester has been 


vice-president and actuary of Colum- | 


bian National and before that was ac- 
tuary of the group pension depart- 
ment of Connecticut General and con- 
sulting actuary with Arthur Stedry 
Hansen, Chicago consulting actuaries. 


Indiana A&é&H Group Elects 


William Roberts President 


Northcentral (South Bend) Indiana 
Assn. of A&H Underwriters has elect- 
ed William J. Roberts, Benefit Associ- 
ation of Railway Employees, president. 
Other officers are Frank Pierce, Pru- 
dential, and Loyal B. Wilson Jr., Mu- 
tual of New York, vice-presidents, and 
Budman R. Farrar, Indiana Farm Bu- 
reau, secretary-treasurer. 





LIFE EXECUTIVES 
$30,000 - $15,000 


Extensive Life Executi positions 
currently available. Openings in majority of 
instances are with well-known Fire-Casualty 
Companies establishing Life “running mate.” 
Scope of these openings range from President 
to Executive V.P. and General Managers. 
Lecations: East, Midwest, Southern & West 
Coast States. 

General Specifications: Age range, thirty- 
five-fourty-five, eight-twelve years A 
trative experience acquired on Home Office 


level. One of the Midwestern openings re- 
quires a Fellow in the Life Actuarial Society. 


All inquiries handled on a confidential basis. 
Write for HOW WE OPERATE. No obligation 
to register. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 
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FieNATIONAL UNDERWRITER 


Mutual Fund’s Effort To Pay Life-Like 
Service Commissions Loses II]. Appeal 


The tendency of some of the more 
aggressively merchandised mutual 
funds to copy life insurance sales 
methods is illustrated by a managers’ 
compensation plan that has been the 
subject of litigation in Illinois, though 
allowed in some other states. 

The plan was rejected by the Illi- 
nois secretary of state, who was re- 
versed by the trial court but upheld 
on appeal. The case is Group Securi- 


ties Inc. vs Charles F. Carpentier, 
secretary of state. 

The securities company entered into 
“dealers’ continuing compensation 
contracts” with dealers whose clients 
held shares of Fully Administered 
Fund and General Bond Fund, two of 
the 21 classes of mutual fund shares 
offered by Group Securities. These 
contracts provide for compensation to 
the dealer at the rate of one-fourth 


of 1% of the asset value of such shares 
which have been sold by the dealer 
and which are outstanding and reg- 
istered on the books of Group Securi- 
ties. 

These payments are made after the 
time of sale and are charged against 
current income of the two funds in 
question. The contracts recite that it 
is recognized that the dealer is a vital 
and continuing point of contact be- 
tween the plaintiff and the dealer’s 
customers, holders of the shares, and 
that the dealer is called upon to fol- 
low with diligence the progress of the 





Great-West Life 
1958 
Annual Report 


Business in Force 


Passes $4 Billion 


During 1958, total life insurance and annuities in 


force with the Great-West Life passed the $4 billion 


mark and reached $4,172,000,000 at year-end. Sales 


of life insurance and annuities exceeded $500 million, 


of which the life insurance sales of $448,600,000 


represented a gain of 10% over 1957. 


Following are the comparative highlights from Great-West Life’s sixty-seventh Annual Report: 


Gereat-West Lire 


1958 1957 
$4,172,542,000 $3,836,720,000 
508,649,000 510,031,000 
25,934,000 22,887,000 
106,895,000 100,120,000 
te 2 IS er PR ee 683,788,000 636,831,000 
Ss ets Ao din weeds ta & x IRS She 638,785,000 597,328,000 
45,003,000 39,503,000 
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plaintiff's affairs in the interest of his 
client and to supply counsel and in. 
formation on various accounts to the 


client during the period that the 
shares are held by him. 
The additional payments to the 


dealers, paid annually under these 
contracts, are computed monthly, baseq 
on the average daily asset value of 
the shares outstanding on the books 
of the corporation throughout the pre. 
ceding month, and no payments are 
to be made for any month in which 
the average daily asset value of all 
such shares outstanding which were 
sold by the dealer prior to the begin- 
ning of the month is less than $25,000, 

The contract provides for automat- 
ic termination if the dealer ceases to 
be qualified as a securities dealer un- 
der federal or state laws. The plaintiff 
has interpreted this clause as meaning 
that this would be true even if the 
former dealer continues to act as an 
investment adviser and renders to his 
clients counsel and advice concerning 
the securities. The interpretation is 
also to the effect that the dealer does 
not actually have to perform services 
to enable him to collect. 

The evidence showed the amounts 
paid under these contracts for Fully 
Administered Fund during 1952, 1953 
and 1954 were $12,628, $12,373 and 
$12,675, respectively, and for the same 
periods for General Bond Fund were 
$8,862, $7,789 and $7,021. Fully Ad- 
ministered Fund and General Bond 
Fund are more permanent or long- 
range investments than the other 19 
classes of shares of Group Securities, 
Ine. 


Notified By State i 
On Sept. 21, 1955, the Illinois sec- 


retary of state notified Group Securi- 
ties of a hearing to determine whether 


registration of the two funds should i 


not be denied on the ground that the 
continuing compensation contracts 
tended to work a fraud and deceit, 
were violative of section 7D of the 
state securities act, and that the pros- 
pectus for the sale of these securities 
failed to disclose material. facts in 
connection with these contracts. 

After the hearing, the secretary of 
state notified Group Securities that 
the payments constituted sales com- 
missions, sales distribution compensa- 
tion, sales charges, sales expenses or 
distributing charges paid im connec- 
tion with the sales of the shares; that 
such payments exceeded 10% of the 
offering price of the securities and 
were not paid at the time of sale; that 
the prospectus failed to disclose mate- 
rial facts about the continuing com- 
pensation contracts and payments 
made under them; that the offering 
and sale of the shares of the securities 
were inequitable because there was 
paid in connection with their sale and 
distribution certain continuing com- 
pensation payments which tended to 
prejudice the judgment and advice 
that a dealer would give his customers 
because of the dealer’s contingent fi- 
nancial interest in the sale of the 
shares and their continuing on the 
books. : 

The secretary of state also found 
that the contracts imposed on the pur- 
chasers of such securities a charge for 
services which are ordinarily per- 
formed by dealers for their customers 
without charge and that it made n 
provision to insure that the purchasers 
would receive any such services, and 
that such a contact would neces- 
sarily influence the dealer to sacfi- 
fice the interest of. his. customers 
whenever the customer’s interests con- 
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The first air voyage in America 
was made in 1793 from the land 
now occupied by the home office 
of The Penn Mutual. 
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Since the first American air voyage, many men have 
risen high, starting from this same historic spot. Under- 
writers interested in moving upward have taken advan- 
ns: tage of intensive educational and training programs 
connec- designed to equip them for all phases of successful 
es; that selling—from advanced underwriting to estate planning 
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ies and and pension and profit-sharing plans. Whether they 
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That is because we firmly believe that Penn Mutual 
Back of Your opportunities should go to Penn Mutual men. We recog- 
Independence nize the fact that the success of the Penn Mutual man 


poo =) is our success—and that his future is our future. 
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Proposed Ordinance 
To Bar Phone Soliciting 
In Columbus Rejected 


A proposed ordinance to prohibit so- 
liciting sales and interviews by tele- 
phone in Columbus, O., was rejected, 
largely because of opposition by life 
insurance groups together with other 
sales organizations of that city. 

Opposition from life insurance peo- 
ple was organized by James E. Fusco, 
Midland Mutual, president of Colum- 
bus Life Underwriters Assn.; Herman 


HeNATIONAL UNDERWRITER 


O. Tice, Midland Mutual, president of 
Columbus chapter of CLU; Frank L. 
Daugherty, North American Life, pres- 
ident of Columbus Life Managers & 
General Agents Assn., and Paul A. 
Wagner, Business Men’s Assurance, 
president of Columbus Assn. of A & H 
Underwriters. 

At a public hearing, the sales groups 
argued against the resolution, and ap- 
parently effectively, since it was de- 
feated unanimously, the author of the 
proposal voting against his own legis- 
lation. An accompanying resolution 
asking the telephone company to place 


an asterisk by the names of those cus- 
tomers not wishing to be solicited was 
also defeated. 


Claim Assn. Executive Committee 
Holds First Meeting Of 1959 

The executive committee of Inter- 
national Claim Assn. held its first 
meeting of 1959 at the Pick-Congress 
Hotel, Chicago, in preparation for the 
association’s annual meeting to be 
held Sept. 27-30 at the Americana Ho- 
tel, Bal Harbour, Fla. This meeting will 
commemorate the association’s 50th 
anniversary. 








OLD POLICIES 
are like OLD FRIENDS 


NORTHWESTERN NATIONAL LIFE 





ecently one of our long time policyowners, 
upon the maturity of his contract wrote 
us, “I realize my policy should be surren- 
dered upon maturity, but it has been such a 
valuable friend in need through the years 
that I have become very attached to it and 
although it is only a piece of paper, I would 
like to keep it for its sentimental value.” 
Naturally we complied with his request; 
upon setting up an income settlement, we 
cancelled the policy and returned it to him. 
While such a request might be somewhat 
unusual, it serves to point out what all of 
us in the life insurance business have known 


for a long, long time: The older a policy the 
more valuable it becomes—and the more use- 
ful it is in serving changing needs. 

With most products just the opposite is 
true. It’s the newest and latest model that 
catches the buyer’s eye—and his pocketbook. 
Even though the old model is still valuable, 
it is often replaced by a more glamorous, 
new design. 

Dedicated career underwriters, despite 
their desire to make new sales, make certain 
that their policyowners realize that life insur- 
ance is different — that their old policies are 
indeed “old friends” that cannot be replaced. 


N/W NATIONAL 
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Ohio National Calls 
In Last 13,000 Shares, 
Is Fully Mutualized 


Ohio National Life has called in the 
remaining shares of stock preparatory 
to mutualization. 

Upon acquisition of the last 13,89 
shares of the approximately 82,0% 
originally issued, ownership will be 
transferred to the policyholders. The 
company has operated as a mutual 
for the past few years, issuing only 
participating or dividend-paying pol- 
icies. No change of name or activities 
is anticipated. 


Program Set For No. Cal. 


Management Conference 

Room hopping sessions will open the 
1959 Northern California Area Man. 
agement Conference at Pebble Beach 
Feb. 17-19. Edward E. Noyes, Califor. 
nia-Western States, and J. Keith Wil- 
liams, New England Life, Sacramento, 
will conduct the session on “Selection 
and Recruiting.” “Training and Super- 
vision” sessions will be handled by 
Richard W. Johnson, Lincoln National, 
and Thomas C. Peek, Prudential, both 
of Oakland-East Bay. 

Speakers for the general sessions are: 
Frank O. H. Williams, Connecticut 
General, Hartford; Joseph H. Reese 
Sr... Penn Mutual, Philadelphia; 
Charles G. Heitzeberg, Mutual Bene- 
fit, Newark; Osborne Bethea, Pruden- 
tial, Newark, Gordon E. Crosby Jr, 
New England Life, Seattle; Hilbert 
Rust, Insurance R&R, Indianapolis; 
George N. Quigly Jr., Manufacturers 
Life, Los Angeles; Henry W. Persons, 
Lincoln National, Fort Wayne; Dan A. 
Kaufman, Northwestern Mutual, Evan- 
ston, I1l,; Edward B. Bates, Connecticut 
General, Los Angeles and C. Ed Tussey, 
Massachusetts Mutual, St. Louis. 


The conference is sponsored by San | 
Francisco General Agents & Managers | 


Assn. Emmet D. Horan, Phoenix Mu- 
tual, is general chairman and Ralph 
K. Steil, Prudential, is program chair- 
man cf the event. 5 


$43 Million Paid In N. J. 
In Statutory Disability 


New Jersey workers who became 
sick or disabled were paid approxi- 
mately $43,600,000 in disability insur- 
ance benefits last year, according to 
the state division of employment sec- 


urity. Payments made by this division | 


on claims filed under the state plan 
amounted to $9,973,504, while $1,638,- 
346 was paid to workers who became 
sick while unemployed, making a com- 


bined total of $11,611,850. It is esti- | 





4 


mated that payments made under the | 


16,000 private plans providing disabil- 
ity insurance instead of the state plan 
will equal $32 million. 








MANAGEMENT 
8 CONSULTANTS 











— 


O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











MINNEAPOLIS, MINNESOTA 





Oo. R. CARTER 


Home Office Management 
Consultant and on How to 
Build a Sales Force or Sales 

Organization. 








818 Olive Street St. Louis, Mo. 
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Hancock District Agency 
Bounces Back Quickly 


An amazingly rapid comeback has 
been made by the Carl C. Bauer dis- 
trict agency of John Hancock at Ni- 
agara Falls, which was forced out of 
its home by a fire last month. Less than 
a week after the disaster, special news- 
paper and radio advertisements an- 
nounced the opening of new perman- 
ent headquarters, but in less time 
than that the agency had resumed 
pusiness “almost as usual.” 

On Tuesday morning, when all that 
remained of the agency office was a 
mass of ice-coated rubble, Marine 
Trust Co. offered its directors’ room for 
a temporary office. By Wednesday the 
full office staff was located in a room 
donated by Treadway Inns. Office 
furniture and typewriter companies 
immediately delivered enough equip- 
ment to get the office functioning. 
Meanwhile, members of John Han- 
cock’s home office were assisting in 
the agency’s rapid recovery with high 
speed electronic computers. A week 
after the fire the agency’s policy rec- 
ords had been duplicated. 

By this time new permanent quar- 
ters had been located in the Hancock 
Building. The name of the building 
has no relation to the insurance com- 
pany, but its owner, John P. Hancock, 
does sell real estate and insurance. 


Educational TV Series To 
Include Lectures On Life 
And Health Insurance 


Life and health insurance will be the 
subjects of two lectures in the new 
15-week telecourse “Personal Fi- 
nance” (WPIX, New York, Mon., 3-4 
p.m.), being produced by Metropolitan 
Educational Television Assn. in co- 
operation with City College of New 
York. Dr. Jerome B. Cohen, professor 
of economics of the college’s Bernard 
M. Baruch school of business and pub- 
lic administration, is conducting the 
course. 

Lectures X and XI, April 20 and 
April 27, will deal with the insurance 
phase of personal financing. Harlan 
B. Miller, educational director of In- 
stitute of Life Insurance, will partici- 
pate in Lecture X and James R. Wil- 
liams, vice-president of Health Insur- 
ance Institute, will be a guest on Lec- 
ture XI. 


United American Writes 


Cover On Air Force Cadets 


The U. S. Air Force Academy at 
Colorado Springs has recommended 
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the insurance plan of United Ameri- 
can Life of Denver for the cadets. The 
plan provides $10,000 of term for the 
four years of schooling, automatically 
converted to $10,000 of 20-pay life at 
graduation. 

United American’s plan is in effect 
and has been accepted by more than 
90% of the cadets. It is paid for by the 
individual, and is the only plan of its 
kind in effect at any of the four U. S. 
service academies. 

_The cadets receive individual poli- 
cies from United American. 


Country Life Introduces 


Income, Retirement Plans 


Country Life has introduced a fam- 
ily income plan and a retirement plan. 

Under the Family Income Providor, 
monthly income protection may be 
purchased from $50 to over $400 and 
Is available for 20 years. The policy 
Pays a guaranteed monthly income 


from the death of insured for the bal- 
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ance of the 20-year period; premium 
payments may be completed in 16 
years; the plan, issued from ages 18 
to 50, may be converted to permanent 
within 16 years of date of issue and 
before age 60. 

The 100-1 Retirement Program will 
pay $100 per month after age 65 for 
every $10,000 of coverage purchased. 
Retirement income at age 65 will be 
paid for 10 years certain and for life 
thereafter. Beneficiaries will receive 
death benefits before age 65 equal to 
the face value of policy or its cash 
value if greater. 


Wins Bankers Of Nebraska Award 
The Quinn agency at Philadelphia 
has been awarded the president’s tro- 
phy of Bankers Life of Nebraska for 
agency growth and contributing to 
company growth. The Roehl agency of 
Lincoln placed second, and the Hol- 
ston agency of Fresno, Cal., third. 


Osborne Bethea, manager of Pruden- 
tial at Newark, will speak on “Com- 
mon Denominators of Success” at the 
Feb. 17 luncheon of San Francisco Life 
Underwriters Assn. 


Provident Mutual Is 
Issuing Family Plan 


Provident Mutual is issuing a family 
policy in all states in which approval 
has been obtained. 

Up to three units of the policy may 
be issued, each unit providing $5,000 
whole life coverage on the life of the 
husband, $1,250 term on the wife if 
her age is the same as her husband’s 
and $1,000 term on each eligible child, 
expiring at age 25 or at the husband’s 
age 65, whichever is earliest. Term cov- 
erage on the wife is in larger face 
amounts if she is younger than her hus- 
band, smaller amounts if she is older. 
Disability income and premium waiver 
provisions, accidental death benefits 
and level and decreasing term riders 
are available in states where their is- 
sue has been approved. 


Payable During Husband’s Life 


Premiums are payable only while 
the husband is alive. After his death 
the term coverage on the wife and chil- 
dren remains in force until the expiry 
date without further premiums. Term 
coverage may be converted at expiry 
without examination. In the case of a 
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Cal.-Western States 
Has 10% Stock Dividend 


Directors of California-Western 
States Life have declared a 10% stock 
dividend to be distributed April 15 to 
stock of record March 16. Scrip certifi- 
cates with buy and sell options will be 
provided to avoid issuance of fraction- 
al shares. 

This is the second year in a row in 
which California-Western States has 
declared a 10% dividend, but the no- 
tice to stockholders said the company 
is not intending “to establish a pattern 
to be consistently followed.” 

Stockholders were informed that the 
company increased its net earnings per 
share from $4.86 to $4.95. 





child it may be converted for an 
amount up to five times the face 
amount of the term. 

Also available on certain new pol- 
icies is a term dividend option, under 
which part of the accumulated divi- 
dends will be used at the beginning 
of the policy year to purchase one- 
year term additions in an amount 
equal to the cash value of the policy 
at the end of that year. 
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This old and accepted adage is particularly true when applied to 
a company’s efforts to coordinate its “left hand” (Advertising) 
with its “right hand” (Sales Promotion). 

At Prudential our Advertising and Sales Promotion work hand 
in hand. Their efforts help support Prudential’s modern sales 
organization. The result is a twentieth century sales program that 
brings more protection to more people. 


SICKNESS & ACCIDENT PROTECTION 
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Name Chairmen Of 
International Claim 
Assn. Committees 


Howard J. LeClair, president of In- 
ternational Claim Assn. and_ vice- 
president of Mutual Benefit H.&A., 
has appointed the following commit- 
tee chairmen: 

Kenneth Barrows, Bankers Life of 
Iowa, program; Frederick E. Boes, 
Metropolitan Life, entertainment; 
George L. Ling, New York Life, hotel 


FieNATIONAL UNDERWRITER 


Warren H. Page, 
Life, transportation; 
John W. Cooley, Provident Mutual, 
auditing; Jerome A. Boyer, North- 
western Mutual, law; Edmund W. 
Sours, Aetna Life, group, and Elmer 
J. Rasmussen, Continental Casualty, 
personal A&H. 

Also, Fred R. Gibney, Prudential, 
life; Samuel B. Reed, Connecticut 
General, health insurance’ council; 
Kenneth C. Berry, Lumbermens Mu- 
tual Casualty, lay adjusters, and Fran- 
cis X. Reilly, Guardian Life, public 
relations. 


accommodations; 
United States 
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Calls Life Insurance Reserve Finest 
Doliar Investment In The World Today 


Hal Van Cleve, Massachusetts Mu- 
tual, Los Angeles, has been in the life 
business for 37 years. He achieved 
Million Dollar Round Table member- 
ship in 1938 and became a life member 
a short time later. Since that time, 
Mr. Van Cleve, who is also a CLU, has 
had many multi-million dollar years 
to his credit. In the following article 
from Massachusetts Mutual’s publica- 


ed Supervisor of the S. S$. Wolfson Agency in 1949, he was appointed 


tion The Radiator, he reports some of 
the complaints and worries of produc. 
ers in the field regarding what js 
wreng with the life insurance industry 
today, offers several reasons for the 
gripes and suggests some solutions, 
The article originally was an addregg 
by Mr. Van Cleve before California 
Life Underwriters Assn. 


By HAL VAN CLEVE 


MILTON RIFKIN, C.L.U., a Navy veteran, joined Berkshire in 1946. Nam 
About a month ago I attended a 


Associate General Agent in 1954. He became a General Agent 


ES 


...in a client as much as loyalty. He must believe in your 
recommendations as sincerely as you do yourself.” 


“But how does a broker without a lot of Life experience go 
about building that confidence, Mr. Rifkin?” 


“Actually, it takes us a very short time to show you how to 
build prospect-assurance. The training techniques and field 
supervision programs we’ve developed are among the finest 
in the industry. In addition to the personal know-how you'll 
develop, you will also have the sum total of our experience 
to draw on in selling and servicing clients.” 


“Knowing that an organization like yours is behind me 
would certainly make me feel on more solid ground.” 


in 1957, with offices at 100 William Street, New York City. 


“That’s our goal. If you have the confidence which anyone 
has who represents Berkshire, your clients will feel that 
confidence, too. Berkshire’s 108-year reputation for sound 
management and service to policyowners is more than an 
assurance—it’s a guarantee of service and satisfaction. It’s 
the very reason why today Berkshire presents the greatest 

potential for personal 

growth in the industry.” 


ERKSHIRE 


LIFE INSURANCE ; CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * A MUTUAL COMPANY + 18511 


half-day estate planning meeting 
sponsored by an out-of-town - under- 
writers association. At luncheon I was 
seated at a table for 12, all- of whom 
were strangers to me. There were 
three general agents and nine field 
underwriters. Peculiarly, no two of the 
12 represented the same life insurance 
company. The talk turned to worries 
and gripes about current trends and 
their harmful effect on the field. Al] 
blamed “the companies.” Not neces- 
sarily their own company—just “the 
companies.” 


May Jeopardize Confidence 


We in the field have traditionally 
looked to our companies for leadership, 
for sound ideas on selling and servicing 
our clients and for guidance in avoid- 
ing unsound practices which might 
injure the public or public confidence. 
I wonder if some company officials 
realize the danger that some of the 
current trends in our business may be 
jeopardizing this trust and confidence. 
I doubt it. I took no part in the 
indignation meeting except to ask 
questions. I’ll try to summarize the 
answers. 

My first question was, “What are 
these trends that are bothering you?” 

Please bear in mind that the ques- 
tions were mine. The answers came 
from the others at our table. 

Answers: 

1. Bank loan selling. Unsound. Nu- 
merous lawsuits hurting prestige of 
the institution and the underwriter. 

2. Minimum pay plans. Similar to 
bank loan plans except that the loan 
is placed with the insurance company 
and the rate of interest is guaranteed. 


Excessive Term Coverage 


3. Excessive use of term insurance 
where permanent insurance should be 
recommended. 

4. Decreasing term insurance com- 
bined with mutual funds. 

5. Family policies. Some permanent 
insurance but mostly term. Many pro- 
posals recommending that the ordinary 
life on husband be minimum paid. 
Some of our policyholders are cashing 


cialis ai same vam 
|| Service Guide « 
| 
ACTUARIAL COMPUTING 
SERVICE, INC. 

1389 Peachtree Street, 
N.E., Atlanta 8, Georgie, 
P.O. Box 6192. Telephone 


TRinity 5-6727. 
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CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, Il. 
Financial 6-9792 
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out present policies to buy this new 
plan. 

6. New special minimum pay poli- 
cies with increasing term riders, us- 
ually to age 65. The increasing term 
matches the maximum loan. This is 
similar to a term to 65 contract. This 
plan is being issued by many com- 
panies. A few are old and well estab- 
lished, but the lowest rates are being 
offered by new small insurers. 


Legal Rebate 


7. Special policies giving lower rates 
and higher cash values to the policy- 
holder and lower commissions to the 
agents. A sort of legal rebate. En- 
courages minimum pay plans. 

8. Group cases_ written 
agents’ commissions. 

9. Group life on professional associ- 
ations. 

10. Jumbo group life. 

My second question was, “What is 
wrong with these plans? Why are you 
worried?” 

Answers: 

1. All these plans offer large volumes 
of immediate insurance at a very low 
cost. But the insurance is not per- 
manent. Most of our clients need 
permanent insurance at level rates. 
All of these cheap plans provide either 
decreasing protection, or insurance 
which eventually terminates or insur- 
ance which can only be kept in force 
at the older ages by greatly increased 
premiums that our clients won’t be 
able to pay. Can the insurance indus- 
try afford the stigma of millions of 
beneficiaries who didn’t get paid be- 
cause the policyholder lived too long? 


without 


Sound In High Tax Bracket 


2. Bank loan and’ minimum pay 
plans are only sound in high tax 
brackets where interest paid out is 
deductible. Past history and current 
agitation indicate the possibility of 
legislation denying such deductions. If 
this happens, our policyholders will be 
hurt; we’ll be blamed and the institu- 
tion of life insurance will forfeit public 
confidence. What should we do? Go 
along with the trend, or fight it and 
lose the case to some sharpshooter 
who has no ethics? Too many such 
plans are proposed and sold in tax 
brackets which do not justify the risk. 

[Actually the discussion did not de- 
velop the point which I believe to be 
a fact, that given the right set of cir- 
cumstances there are situations where 
the bank loan sale is a legitimate sale. 
Nor did the group clarify the point 
that the policing of bank loan business 
is hardly subject to effective legislative 
control, but becomes a matter governed 
by the ethics of the individual under- 
writer. ] 

3. Group plans. O.K. where employ- 
er-employe relationship exists, with 
the employer paying a substantial part 
of the premiums, and where group life 
limits are reasonable. Such plans en- 
Joy preferred tax treatment; the em- 
ployer’s contributions are deductible, 
but not tax-includible to the employe. 
The following adverse points were 
raised: 

A. The group agent rarely gives 
personal service to group policyholders. 
If a group policy is coordinated with 
other insurance owned by the em- 
Ploye, it is usually done by his own 
underwriter who must spend time 
without remuneration. 

B.A large portion of group com- 
missions go to general insurance 
brokers who know nothing about life 
insurance. problems. 

‘ C. Jumbo group is not a social serv- 
lve to the family of the average little 
employe. It’s a tax dodge for top 
executives. How long will the govern- 
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ment stand for double tax deductions 
in this field? Will the great mass of 
employe policyholders lose their tax 
exemption advantage because of the 
selfishness of their employers? When 
jumbo group gets into the $50,000- 
$100,000 bracket, it is probably being 
used to cover a permanent need for 
protection. Permanent needs should be 
solved by permanent insurance—not 
group insurance which usually lapses 
on termination of .employment or 
retirement. 

[The 12 underwriters at our luncheon 
table testified to over a million of 
permanent insurance proposals lost or 
permanent insurance policies lapsed, 
because of jumbo group. It is of inter- 
est that more than half of the men at 
our table were agents of companies 
that are not in the group business and 
only two worked for companies who 
participate in superimposed or jumbo 
group plans. It would seem that a lot 
of our companies have a stake in this 
problem. ] 

D. Group life plans for professional 
associations. One such plan involves the 
members of the Los Angeles County 
Medical Assn. Another such plan is 
being considered by the California Bar 


Assn. The medical association plan 
contemplates $10,000 of guaranteed 
issue without physical examination. 
An additional $40,000 may be applied 
for upon evidence of _ insurability. 
Rates being guaranteed are consider- 
ably under usual renewable term 
premiums. Individual policies are to be 
issued on a 10-year renewable term 
basis to age 70. Rates are guaranteed 
and policies may be converted prior to 
age 70 and automatically convert to 
ordinary life at age 70. Once issued 
the policies are non-cancellable. The 
minimum amount of insurance in- 
volved is $10 million this year. The 
maximum could go as high as $100 to 
$200 million, plus additions in succeed- 
ing years. The following points, were 
raised at our luncheon table: 


Proper Type To Buy? 


Is this the proper type of insurance 
for doctors to buy? 

If each doctor buys $50,000, how 
many will ever be a prospect for 
additional insurance? 

Who is going to service this insur- 
ance? Handle death claims? Advise on 
conversions? Change beneficiaries? 
Relate the insurance to the doctor’s 
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estate problems? How can professional 
life underwriters afford to do this 
without a plan for remuneration? 
Would the medical profession be will- 
ing to treat us without charge if we 
referred all our medical problems to a 
drug store? If this type of life insur- 
ance is proper for doctors and lawyers, 
why not for grocers, plumbers, barbers, 
street cleaners or residents of the 200 
block on Main street? 

If some companies are now willing 
to write group insurance without 
agents’ commissions, well, you take it 
from there. We can sell each other 
and live off the interest on what we 
owe. 

My third question was, “What’s your 
solution to these problems? 

Answers: 

1. We shou!d get the state to pass 
laws against jumbo group and associa- 
tion group plans. 

2. We should get Congress to pass 
laws disallowing deductible interest 
on bank loan and minimum pay plans 
and taxing executives under jumbo 
group. 

3. We should turn National Assn. of 
Life Underwriters into a labor union. 
Then if any company was out of line, 
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NEW MODEL WITH THE FIELDMEN’S TOUCH 


Provident’s new life insurance rate book, which became 
effective January |, includes many suggestions from the 
experts — the men who will use the new manual. It’s 
Now that the fieldmen 
have had a chance to examine a unique Volume Savings 
Principle, improved settlement options, and the new line 
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GROUP PROTECTOR 


(Big group protection for small groups) 


| s PANLACO 


FAMILY PLAN 


(One policy covers the entire family) 


Here are two real sales-makers and Agency builders for 
the man who would like to join a good progressive team. 
These Plans, like all of our sales items, are competitive 
policies that pay top commissions. 
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KENNETH W. CRING 
Vice President 
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HeNATIONAL UNDERWRITER 


we could pull their agents out on 
strike. 

4. We should copy the bar and the 
medical professions. We should have a 
law that no one could sell life insur- 
ance unless he was a member of 
NALU. We should set up a strict code 
of ethics. We should have a grievance 
committee. If an underwriter violated 
our code of ethics, we should throw 
him out. 

After this session I drove back to 
Los Angeles feeling rather depressed. 
The problems discussed were sincere 
and I believe shared by most of us. 
The solutions I couldn’t buy. I have 
only mentioned them to show the 
seriousness of the problem. You know 
it’s rather easy to be against some- 
thing. Curing the trouble takes thought 
and hard work. What is the solution? 


Phiiosophy Not Clear Enough 


Well, when something is haywire, I 
have found it’s a pretty good idea to 
start with yourself. Does it occur to 
you that while we have been blaming 
“the companies” for our troubles, 
practically every one of these plans 
has been sold by a life underwriter? 
Does it occur to you that probably 
most of these agents are just as sin- 
cere as we are? Does it occur to you 
that probably many ill-advised prac- 
tices on the part of an _ individual 
company have been instigated by field 
pressure? Why do we differ? Probably 
because our own philosophy is not as 
clear as it should be, and we haven’t 
sold it as we should have. 

Take a look at the ten gripes I 
picked up at the luncheon round table. 
Did you notice that each of these 
plans, or policies, or methods of selling 
has one common characteristic? No 
reserves. Why do we distrust them? 
Why do we say they are not proper 
for our clients’ needs? Because the 
insurance furnished is either tempor- 
ary, or decreasing or will require 
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Life Insurance in Force 
Over $1,500,000,000. 


WEVER LIFT A FINEER 


In keeping with the company’s well-established 
policy of offering the newest developments, 
Life and Casualty Insurance Company of Ten- 
nessee offers CHECK-O-MATIC. It makes the 
monthly payment of insurance premiums com- 
pletely automatic so you never lift a finger 


Check-O-Matic never forgets. It protects your 
protection by assuring you that your premiums 
will automatically be paid when due. 


Life and Casualty keeps abreast of every new 
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greatly increased premiums in later 
years. Why is this true? No reserves, 
This is so elemental, how could we 
have forgotten it? 

Why did most of the fraternal and 
assessment associations either go 
broke or change over to legal reserve 
plans? No reserves. The truth is, and 
every agent knows it, and every home 
office official knows it—you can't 
have permanent level-premium life 
insurance without reserves. And the 
further truth is, and we all know it, 
that while term insurance, or group 
insurance, or minimum pay plans 
may serve a few temporary insurance 
needs, 90% of our clients need per- 
manent level-premium life insurance, 

I will agree that most of our pros- 
pects would like to buy their life 
insurance at half price. But we all 
should know that if we let them do it, 
they will some day curse our memory. 
And the public trust and esteem for 
legal reserve life insurance, so care- 
fully nurtured for over 100 years, will 
be a thing of the past. Do you believe 
this? I do! 

No Longer Shares Opinion 

Now, let’s ask ourselves why so 
many prospects are willing to buy 
these temporary, no-reserve plans. 
How many of you can remember back 
to the 30s? Do you remember that 
during those troubled times 99% of 
our people agreed that a life insurance 
reserve was the best investment in the 
world? Why? We met every promise 
and remained liquid, while practically 
every other investment medium de- 
preciated or froze. Yet, can you find 
more than one man in a hundred today 
who still shares that opinion? Why? 
Two reasons, I think. 

First, we have failed to fight infla- 
tion. Maybe we couldn’t have won, 
but we could have tried harder. True, 
Institute of Life Insurance has waged 
a campaign against inflation, but I 
indict ourselves, our associations and 
our companies for our failure to give 
it the support it deserves. When you're 
selling dollars, you owe it to your 
investors to protect the value of dol- 
lars. It’s not too late to:start now. 
Sold Inflation Ideology 

Next, we have permitted our friends 
who deal in equities to sell the Ameri- 
can public on the idea that inflation is 
perpetual and anyone who _ invests 
money in anything except stocks, real 
estate or oil wells is a sucker. So in 
20 short years we’ve been sold down 
the river, and we’ve hardly fired a 
shot. Maybe we’ve come to believe it 
ourselves. 

May I give you my own belief? Every 
family should save money, own invest- 
ments, build an estate. A part of this 
estate should be in equities to hedge 
against inflation. A part of this estate 
should be in dollars to hedge against 
deflation, depressions and for emer- 
gencies. What percentage should be 
in each I don’t pretend to know. But 
I do know this: A life insurance re- 
serve is the finest dollar investment in 
the world. 

I will not try to embellish this state- 
ment. We all know it’s true, and we all 
know why. I said earlier it’s easy to be 
against something. The tough job is 
to find a solution. I have been told 
that the only way to lick an idea you 
don’t like is by offering a better one. 
Could this one sentence be the answer 
to all our troubles? A life insurance 
reserve is the finest dollar investment 
in the world. 


Life Insurance Leaders of Michigan 
will sponsor a two-day seminar on life 
insurance, trusts and estate planning 
at Michigan State University Feb. 25- 
26. 
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Changes In The Field 


Colonial Life 


Donald J. Smith, 
regional superin- 
tendent at Bridge- 
port since July, 
has transferred to 
Hartford to head 
the newly opened 
regional office. He 
has been in the 
life field since 
1948. Horace C. 
Baker, assistant 
regional superin- 
tendent at Bridge- 
port, succeeds Mr. 
Smith. He entered the life business in 
in 1949 with Prudential and became 
assistant manager of the ordinary de- 
partment for Fairfield county. 


Mutual Of New York 


Leo Evart, manager at Minneapolis, 
has been appointed manager at San 
Francisco to succeed Gordon W. Hay 
who retires March 1, and Dudley Do- 





Horace C. Baker 





Dudley Dowell Jr. Leo Evart 


well Jr. will succeed Mr. Evart at 
Minneapolis. Mr. Evart, a CLU, joined 
Mutual Life at Oakland in 1950, was 
advanced to assistant manager at San 
Francisco in 1952 and manager at 
Minneapolis in 1956. Mr. Dowell be- 
came a sales assistant in 1956 and was 
later named assistant manager at Kan- 
sas City. Last February he was ap- 
pointed to the home office sales staff 
for managerial training. Mr. Hay has 
been manager at San Francisco since 
1937. 


Continental Assurance 


Nicholas R. Barnello has been ap- 
pointed general agent in Sarasota, Fla. 
Formerly a general agent for the com- 
pany in Syracuse, N. Y., he is a veteran 
of more than 26 years in the life in- 
surance business. He went with Con- 
tinental Assurance in 1955. 


Manhattan Life 


Homer Hale, 
former general 
agent of Security 
Benefit Life at 
Long Beach, Cal., 
has been appoint- 
ed general agent. 
He entered the life 
business in 1933 
with Prudential 
and later joined 
Metropolitan Life. 





Homer Hale 


Protective Life Of Alabama 

Appointed general agents are: 
Douglas C. Rice, Colonial Heights, 
Va., who has been with Prudential 
Since 1953; Elbert Davis, Ft. Walton 
Beach, Fla., with Allen O. Treutel Jr., 
formerly with Pilot Life at Mobile, as 
manager; Page D. Hunt, who has had 





his own general agency at Moundsville, 
W. Va., since 1951 and earlier was with 
Equitable Society as associate manager, 
and Jess W. Murray, Elizabethtown, 
Ky., formerly with Life & Casualty of 


. Tennessee. 


Also, Floyd B. Cherry, Ayden, N. C., 
who has been with Occidental of 
Raleigh since 1953; Paul W. Davis, 
Jacksonville, Fla., formerly with Sun 
Life of Canada and with Pilot Life as 
supervisor, and Stuart May Jr., who 
has opened Protective Life’s second 
general agency at Montgomery. Mr. 
May has been supervisor of New 
England Life since 1953. 


Bankers Life Of lowa 


J. Burgess Marshall has been named 
assistant agency manager of the Lin- 
coln, Neb., agency. He has been with 
the company since 1950 when he 
joined the Lincoln agency, of which 
he became supervisor in 1955. Before 
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entering the insurance business, Mr. 
Marshall was a_ school 
Ogallala and Bayard, Neb. He is a 
former president of the McCook (Neb. ) 
Assn. of Life Underwriters. 


New England Life 


Reid R. Vance, 
supervisor at Mi- 
ami since 1957, has 
been _ appointed 
manager at Seattle 
to succeed Gordon 
E. Crosby Jr., who 
has been named 
vice-president and 
director of agen- 
cies of United 
States Life. Mr. 
Vance joined New 
England Life at 
Detroit in 1954. 


Phoenix Mutual 


John P. Foley has been named group 
representative of the Midtown broker- 
age agency at New York. He has been 
group insurance analyst for American 


ALARA ON, 


NOTES ON A LAUNCHING PAD... 


This talk about launching men 


into space has a familiar ring. 


We've been launching men for 
years ... into careers, that is, 


... and the sky’s still the limit. 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 
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Airlines and before that was in the 
group policyholders division of New 
York Life and a group representative. 


teacher in 


Prudential 
Don R. Corley, training consultant 
in the Los Angeles regional home 
office, has been named district man- 
ager at Pueblo, Colo. He has been 
with the company since 1948. 


Connecticut General 


Appointed senior brokerage consul- 
tants are Kenneth P. Coyle at New 
York and C. Thornton Hutchins at 
Chicago. New brokerage consultants 
are Wayne P. Boshka, Chicago; Jack 
D. Beaumont, Seattle; Harold B. Bray 
Jr., Milwaukee; T. Joseph Feeney Jr., 
Pittsburgh; Clarence C. Stenzel, Atlan- 
ta, and Roy C. Zahn, San Francisco. 


Reid R. Vance 


Continental American 


William H. Weller has been ap- 
pointed general agent at Syracuse to 
succeed Robert S. O’Neil, manager 
since 1936, who is retiring. Mr. Weller 
has been manager of Provident Mutual 


THE 
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RENEWAL GUARANTY CORPORATION 


2323 First National Bank Bidg., Denver 2, Colo. 


details on your exclusive service. | understand | am NOT 
obligeted in ony way. 


HieNATIONAL UNDERWRITER 


No. 2 in an enlightening series of 12 Broker-Type personalities. 


Horrified Havenot 


He has no complete plan to take care of any prospect. But 
ANICO’s Brokerage line of Competitive Policies, Unique Specials 
(& Competitive Commissions!) would solve that. Have you 
checked with ANICO? 








ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 





--= AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 
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Life. Mr. O’Neal, who is also past- 
president of Syracuse Life Under- 
writers Assn. and General Agents & 
Managers Assn., will remain active in 
the life field. 


Massachusetts Mutua! 

F. Harold Fralich, assistant general 
agent at Dayton since May, has 
been named general agent at Portland, 
Me., to succeed Cecil S. Woodbrey who 










James E. Hubbard 


F. Harold Fralich 


has retired from management duties io 
devote himself to full-time production. 

Landon B. Davies, general agent at 
Baltimore since 1936, is retiring but 
will remain active in the estate plan- 
ning and business insurance fields. He 
is succeeded by James E. Hubbard, 
who joined the agency in October as a 
management trainee after 10 years’ ex- 
perience in the life field. 

Richard R. Madden, who has been 
with the Braunig agency at Boston 
since 1948, has been named supervisor. 

Appointed district group representa- 
tives are Robert G. Crean at Buffalo 
and Fred A. Lawton to the new group 
office at New Orleans. Mr. Crean, a 
CLU, has been in the group life field in 
Buffalo, Pittsburgh and Chicago since 
1951. Mr. Lawton has been assistant 
manager of the group claim division 
and in June was transferred to the 
Houston group office. 


Manufacturers Life 


Lee Vranek has been named man- 
ager of a new office at Denver. He 
previously had been assistant manager 
at Chicago. 


Occidental Of California 


Donald R. Davis, assistant directo~ 
of brokerage sales at the home office, 
has been appointed brokerage man- 
ager at Pomona, Cal. Prior to joining 
Occidental, he had been manager at 
Atlanta of George Washington Life, 
and later was with the Collins-Steckel 
agency of Jacksonville. 

Jerry W. Kimberlin has been ap- 
pointed general agent at Kankakee, 
Ill. Prior to his appointment, he was 
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division manager of Prudential at Kan- 
kakee, and previous to that was with 
New England Life. 

Richard C. Meyer has been named 
brokerage manager at Cincinnati. Priory 
to his appointment, he was with Pru- 
dential there as division manager. 


American United Life 


Bill C. Brown has been appointed 
manager at Bloomington, Ind. He 
joined the company last year and has 
been American United’s administrator 
of student insurance at Indiana Uni- 
versity. 


Shenandoah Life 


Arthur N. Matt- 
hews, vice-presi- 
dent and actuary 
since 1956, . has 
been elected vice- 
president and sen- 
ior actuary. He 
joined Shenandoah 
as actuary in 1945, 

William R. Bat- 
tle, former asso- 
ciate actuary of 
Southwestern Life, 
has been appointed 
actuary. 


Seek Legislation In S.D. To 


Outlaw “Gimmick” Policies 


South Dakota Life Underwriters 
Assn. is campaigning for a bill to out- 
law tontines, semi-tontines, profit- 
sharing, and other “gimmick’’ policies. 

National Assn. of Life Underwriters 
headquarters has sent copies of the 
NALU all-inclusive model bill on. the 
subject to South Dakota for the guid- 
ance of the state association. 

Leading the campaign are Norman 
Stordahl, president of the state asso- 
ciation, and Arthur S. Mitchell, c‘ 
Brookings. 

Because of the commissioner’s objec- 
tion to them, tontines and semi-ton- 
tines have not been issued in South 
Dakota. The present effort is to get 
them outlawed by statute. ° 


Arthur N. Matthews 





Win Midl=nd Mutual Awards 

Phillip Fass, Beverly Hills, Cal., was 
winner of the man-of-the-year trophy 
of Midland Mutual Life, and James E. 
Black, Columbus, O., received the first 
star award. Production and persistency 
were considered in both awards. 


Equitable Life of Iowa reported an 
0.8% gain of $12,321,368 of paid ordi- 
nary in January. 
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Home Office Changes 


Guardian Life 
Earl W. Cryer, agency director since 
1956, has been named superintendent 
of agencies, central and southern dis- 





Brian S. Brown Earl W. Cryer 
tricts. He was assistant field training 
director of Mutual Benefit Life before 
joining Guardian in 1953, the year he 
became a CLU. 

Robert W. McCabe, assistant agency 
director, becomes director of A&S 





Edmund L. Souder Jr. Rebert W. McCabe 


sales. He was named agency assistant 
for A&S in 1954. 

Brian S. Brown has been appointed 
assistant to the vice-president. He 
joined Guardian at Atlanta in 1952 and 
became field training supervisor at the 
home office in 1956. In 1958, he was 
appointed director of field training. He 
is a CLU. 

Edmund L. Souder Jr., agency as- 
sistant since 1957, has been promoted 
to agency director. He joined the San 
Francisco agency in 1955, and later 
was appointed brokerage manager. 


Continental Assurance 


Thomas R. McGeoghegan, acting 
director of non-cancellable A&S sales, 
has been appointed director of indivi- 
dual A&S sales. The department name 
has been changed to reflect the addi- 
tion of guaranteed renewable major 
medical coverage to the portfolio. He 
has been with the company since 1956. 
Life Of Virginia 

” Guy E. Webb Jr. 
assistant manager 
New York Life at 
Roanoke since 
1956, has been 
named assistant 
regional director 
of agencies. He 
joined the com- 
pany at Richmond 
in 1953, later be- 
coming a member 
of the agency 
training staff. 


Guy E. Webb Jr. 


American United Life 
Carl E. Shaeffer and Edward E. 
Thomas have. been, promoted to assist- 
ant superintendents of agencies. Mr. 
Shaeffer, a former professional basket- 
ball player with the Indianapolis 


Olympians, has been at the home 
office since 1957. Mr. Thomas, in life 
insurance since 1949, has been in the 
agency department since 1956. 


Jefferson Standard 


W. Roger Soles, 2nd vice-president 
and associate manager of the securities 
department, has been named 2nd vice- 





W. Roger Soles 


Kenneth P. Hinsdale 


president and manager of the depart- 
ment, and Kenneth P. Hinsdale, as- 
sociate actuary since 1956, has been 
promoted to 2nd vice-president and 
associate actuary. Mr. Soles joined Jef- 
ferson Standard in, 1947. 

Elected directors are George K. 
Cavenaugh, financial vice-president in 
charge of the investments department, 
and Thornton H. Brooks, senior part- 
ner in the Greensboro, N. C., law firm 
of McLendon, Brim, Holderness & 
Brooks. 

Also promoted are Donald Q. Taylor, 
assistant general counsel, to associate 
general counsel; Frank W. Lamb, as- 
sistant controller, to associate control- 
ler; Charles W. Andrews to assistant 
controller and manager of the tabulat- 
ing division; Donald M. Baxter to 
assistant secretary and assistant man- 
ager of the personnel division; Ira K. 











TAKE 100,000 LIVES 
ACCIDEN Ts EACH YEAR! 


Many life agents supplement their client's life insurance program with the 
Global ACCIDENTAL DEATH Policy Form 711. Policy covers Accidental 
Death 24 hours a day. The only exclusions are suicide, war, military service 
or while acting as a pilot, co-pilot or crew member of any aircraft. It covers 
flying as a passenger in any aircraft anywhere in the world. Premiums are 
as follows: 

FOR ACCIDENTAL LOSS OF LIFE 
































ANNUAL ANNUAL 

AMOUNT PREMIUM AMOUNT PREMIUM 

Plan No. 1 $200,000 $250.00 Plan No. 5 $50,000 $62.50 
Plan No. 2 150,000 187.50 Plan No. 6 25,000 31.25 
Plan No. 3 100,000 125.00 Plan No. 7 15,000 18.75 
Plan No. 4 75,000 93.75 Plan No. 8 10,000 12.50 











Savings on Federal Estate Taxes made possible by use of Third Party Owner- 
ship policy. 
Agents say that they have been able to increase their life sales by using this 
policy to complete their client's program! If you can qualify, Producers Con- 
tracts are available in Arizona, Arkansas, Colorado, District of Columbia, 
Florida, Illinois, Indiana, lowa, Kansas, Michigan, Minnesota, Mississippi, 
Nebraska, New Jersey, New York, North Dakota, Oklahoma, Ohio, Oregon, 
Pennsylvania, South Carolina, South Dakota, Texas, Vermont, Virginia, 
Washington, West Virginia, Wisconsin. 

Write, phone or wire for sales brochure and how 

to increase your life sales by using our plan. 


G. SHANNON GROVER & COMPANY 


141 West Jackson Boulevard e Board of Trade Building 
Telephone : =e Cable Address 
Chicago 4, Illinois Groco - Chicago 


WaAbash 2-1100 
Underwriting Managers (A. & H. only) for Employers Mutual Casualty Company of Des Moines, lowa. 
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Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


LET’S END 
THE CONFUSION 


Unless prospects know what we mean, we only 
confuse them. Aware of this costly problem, 
National G@gsualty makes sales aids available 
that are géared to the«prospect’s viewpoint. 

Yes—National meets the demands for modern 
sales methods and quality Disability Income, 
Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 





Guaranteed Renewable Policies Available! 
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Johnsen to superintendent of agencies 
and Frank H. Stringfellow to pension 
planning manager. 


Fidelity Mutual Life 
Elsie Ulirich, agency secretary since 
1949, has retired. She joined Fidelity 
Mutual in 1913 and became secretary 
of the agency department in 1945. She 
is a CLU. 


Phoenix Mutual 

Frank H. Peir- 
son, former field 
supervisor at Pitts- 
burgh, has been 
named manager of 
the new Golden 
Triangle agency. 
He has been with 
the company since 
1955. C. Hugh 
Blair, manager for 
34 years of the ori- 
ginal Pittsburgh 
agency, will serve 
as consulting man- 
ager to the new agency. 

L. Edward F. Kelly, formerly in 
charge of the Cincinnati office, will 





Frank Peirson 


mi=e-meolain dal 


with 


fot aa LolV,Vicok— 






RIGHT ROAD 


teehee] o}l— mm mh a— 


KEY T0 SECU 





Long an acknowledged leader, the “Key to Security” 
has established a standard in programming which has 


become the hallmark of the Equitable Life of Iowa. 
The “Key to Security” is designed to help you do 
a better and a sounder job of selling . . . selling the 
interview, selling the needs, selling larger-than-aver- 
age amounts of insurance. Keep your eye on the 
Career Life Underwriter who works the “Key 
to Security” and you'll see —He’s on the 
RIGHT ROAD. 


UFE INSURANCE COMPANY OF IOWA 


HeNATIONAL UNDERWRITER 





BS 


Anthony Raynor 


L. E. Kelly 


succeed Mr. Blair as manager of the 
older Pittsburgh agency. Mr. Kelly 
joined the company in 1954 and entered 
management training in 1956. An- 
thony Raynor, former field supervisor 
in Akron, has been named Cincinnati 
manager to succeed Mr. Kelly. He has 
been with Phoenix Mutual since 1956. 


Lincoln National Life 
Victor C. d’Unger, reinsurance sec- 
retary, is retiring after nearly 30 
years to become a candidate-brother 
in the Capuchin-Franciscan Order. 
He joined Lincoln National in 1930 
as a reinsurance correspondent, and 
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in recent years has been concerned di- 
rectly with foreign reinsurance opera- 
tions. Prior to becoming reinsurance 
secretary, he was divisional account- 
and supervisor, and assistant secre- 
tary—all reinsurance posts. 

George W. Mar- 
tin Jr. has been 
named _ general 
agent in Miami. 
The agency will be 
known as Martin- 
Tuttle, with Mr. 
Martin in full 
charge. With Lin- 
coln National as an 
agent and district 
manager in Miami 
for several years, 
he began in insur- 
ance in 1946. Ex- 
cept for two years as a trial attorney 
for a large casualty company, Mr. Mar- 
tin’s entire experience has been in the 
sales end of the business. 


Metropolitan Life 
Alexander Hutchinson, former 2nd 
vice-president in charge of field train- 
ing, joins Reginald R. Lawrence, vice- 
president, in the over-all supervision 
of the field force. Mr. Hutchinson 
joined Metropolitan at Poughkeepsie 





George Martin Jr. 







Lm HERE'S A 






ita acalies i SA AOE Db lib et wl oe 
4 
wed 


Monarch’ 


NEW 
OPPORTUNITY 


February 14, 1959 


in 1933 and later was named manager 
at McKeesport, Pa. He was appointed 
assistant vice-president in field man- 





James F. Eubanks 


Alexander Hutchinson 


agement in 1952 and superintendent 
of agencies in charge of the south- 
western territory in 1955. 

Succeeding Mr. Hutchinson is James 
F. Eubanks, superintendent of agen- 
cies, southwestern territory since 1953, 
He joined the company at Macon in 
1929 and has been manager at several 
Nashville district offices. 

Mr. Eubanks’ successor is F. Court- 
ney Williams, executive assistant in 
field management since last February, 
He has been assistant district man- 
ager at Concord, N. H., territorial field 
supervisor for New England and dis- 
trict manager at Bangor. 





BROCHURE 








Se RA ear, eres eR 





IN THE INSURANCE FIELD! 





This free brochure tells exactly why the Monarch oppor- 
tunity is now greater than ever before! 


Gives 8 main advantages for new men, including this: 
Monarch men can now provide all the insurance coverages a 
person needs — non-cancellable health and accident, par- 
ticipating life, group, property and casualty — a complete 


Family Security Plan. 


Liberal retirement, group life and hospitalization benefits for 
all salesmen and their families. 


FOR COPY OF BROCHURE, WRITE DEPT. NU 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 
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Prudential 


E. Carroll Gerathy, general manager 
Prudential regional home office at 
Chicago, has been promoted to execu 
tive general manager. He has been 
with the company since 1948, when 
he joined the methods division at the 
Newark home office. He went to the 
Chicago office in 1953 and was pro- 
moted to general manager the follow- 


ing year. 


Crown Life 

Arthur F. Wil- 
liams, vice-presi- 
dent and super- 
intendent of 
agencies, since 
1952, has been 
promoted to vice- 
president and 
managing director. 
He joined the com- 
pany in 1927. 

James N. Cun- 
ningham, vice- 
president and gen- 
eral counsel since 
1952, has been named vice-president 
and director of agencies. With the 
company since 1934, his early career 





Arthur F. Williams 


LIFE INSURANCE EDITION 


was spent in the claims and investment 
departments. 

New vice-president and associate di- 
rector of agencies is Maurice Gilbert, 





Maurice Gilbert James N. Cunningham 


formerly agency vice-president. Mr. 
Gilbert has been with Crown Life for 
43 years. 


B.A.R.E. 


Robert W. Burmeister has been 
named manager of group sales, and 
James C. Nettleton, manager of group 
field service. Newly appointed group 
supervisors are James N. Nelson and 
Walter P. Peterson. Specializing in a 
progressive brokerage program, the 
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WHALE OF AN 


OPPORTUNITY 


State Life is looking for men who picture themselves “going 
places” as career underwriters, agency managers or assist- 
ants. You can do it, if you're willing to try . 
operate under one of the most rewarding contracts ever 
offered. State Life’s contract is chock full of features that 
include a lucrative commission plan with retirement benefits 
and bonuses for volume and persistency, modernized train- 
ing programs, a career financing plan for new men, plus a 
host of other benefits too numerous to state here. Find out 
what State Life can do for you by writing today. 

DIHL H. LUCUS—Director of Agencies 
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group sales unit of Benefit Association 
of Railway Employees features a full- 
care hospitalization program for groups 
of 25 or more. 


American United 


William Calhoon has been assigned 
as staff assistant to the controller’s 
office. He has been in the business 
seven years. 


Monarch Life 


treasurers are 
manager of the 


Elected assistant 
James O. Bagwell, 
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accounting records division; Francis R. 
Kimball, manager of the accounts con- 
trol division, and Richard A. Petzold, 
manager of the life division. 


General American Life 


Samuel C. Boggess Jr., manager of 
budget and purchasing, will assume 
additional duties as manager of the 
home office building. He succeeds 
Samuel F. Doty, who retired. Mr. Bog- 
gess went with General American in 
1942 and has been budget and purchas- 
ing manager since 1955. 

Mr. Doty joined the company in 1935 
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So New—So Different 
You've NEVER Seen 4 
Hospital Policy Like This One! 


American Casualty’s NEW 
PROTECTOR HOSPITAL POLICY 


1) WILL NOT BE CANCELLED because of de- 
terioration of health! 


@ NO LIMIT to the number of days of hospital 


confinement! 
&) 90-DAY NURSING HOME benefit! 


4) GREATLY IMPROVED SURGICAL SCHED- 
ULE that includes Dental Coverage! 


@ OUT-PATIENT TREATMENT benefit includes 
not only first aid but other costly out-patient 
services not previously covered! 


PLUS these maximum benefits: 


$25 Daily Hospital Room and board 
500 Hospital General Expense 
$500 Surgical Schedule 


Check the list again. Don't you agree that you have 
NEVER seen so many new and unusual features 
combined in one Hospital Policy? It’s the finest 
Hospitalization program ever offered by the Amer- 
ican Casualty Company . 
with the realistic limits your policyholders 
need today. May we send complete information? 
Just fill in and mail the coupon. 


.. quality from start to 








AM ERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE. READING. PENNSYLVANIA 





Name 


AMERICAN CASUALTY CO., Reading, Pa. 


Please send information kit on the NEW PROTECTOR HOSPITAL POLICY. 





Addr 








City and State 
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and became manager of the home 


office building in 1950. 


Provident Life & Accident 
Arthur J. Santry, vice-chairman and 
a director of Combustion Engineering, 
Inc., New York, has been elected a 
director. 


Massachusetts Mutual 
Robert J. Ardison and Charles W. 
Brierly have been elected 2nd vice- 
presidents and A. Carlyle Talmadge 





Charles W. Brier'y 


Robert J. Ardison 


has been named comptroller. Mr. Ardi- 
son, director of public relations and 
sales promotion, joined the pension 





HieNATIONAL UNDERWRITER 


trust division in 1944. Mr. Brierly, 
comptroller since 1956, joined the 
auditing department in 1925. Mr. Tal- 
madge has been associate comptroller 
since 1956. He joined Massachusetts 
Mutual in 1925 as a member of the 
accounting department. 


New England Life 

Edwin P. Mc- 
Mullen, district 
agent at Trenton 
since 1957, has 
been appointed as- 
sistant director of 
agencies. He 
joined New Eng- 
land Life at New- 
ark in 1952 and 
was named super- 
visor in 1956. 





Edwin P. McMullen 


EMPIRE L.&A. of Indianapolis has 
promoted Robert G. Stang, manager 
of the mortgage loan department, to 
assistant vice-president. 


NATIONAL BANKERS LIFE has 
appointed Dwight E. Hill, head of the 
legal department, vice-president and 
counsel. 


. of the 








OWN YOUR OWN AGENCY 


Parcdonable 
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program aids 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 





THE 


beat. 


6 A personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 


¢? climb to a top producer. 


A complete portfolio of life and S&A insurance plans, 
designed to fit every prospect and his particular needs. They 

/ include a low-cost whole life plan, Family Guardian (family 
¢ group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


6 Some excellent territories still open (including a few major cities) in 


MACCABEES 
a Life Insurance Sociely 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we’ve got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


the new agent in making a rapid 


Founded in 1878 


Home Office 
Detroit 2, Michigan 





‘58 Mortality Rate Of 
Nw Mutual Is Lowest 


The lowest mortality rate in North- 
western Mutual Life’s history was 
recorded in 1958—the mortality ex- 


perience being 4% better than the 
previous low-record mark _ set in 
1956. 

There were 9,874 deaths among 


more than a million policyholders in 
1958. Death benefits of $83.1 million 
were paid to beneficiaries of 18,622 
policies on the 9,874 lives. Average 
age at death was 67 years, compared 
with 64 years in 1948 and 56.1 years 
between 1920 and 1929. 

The two major causes of death were 
cardiovascular (heart and blood ves- 
sel) diseases—59.6%, and cancer— 
19.2%. No other single cause of death 
accounted for more than 3.3% of the 
total. 

In the older age groups, cardiovas- 
cular diseases were the greatest kill- 
ers and automobile and other acci- 
dents cause the most deaths among 
younger people. 

Cardiovascular diseases accounted 
for 61.6% of the 2,586 deaths in the 
60-69 age group, 64.3% of the 2,859 
deaths between 70 and 79, and 66.1% 
1,820 deaths at 80 or over. No 
among the 31 in the age group 
under 20 and only 5.6% of the 90 
deaths between ages 20 and 29 were 
caused by cardiovascular diseases. 

Automobile and other accidents ac- 
counted for 54.9% of deaths in the 
under 20 ages, 50% between the ages 
of 20 and 29, 1.8% at ages 70-79 and 
2.3% at 80 or over. In other age 
groups, accidents accounted for the 
following percentages of deaths: 30- 
39, 23.4%; 40-49, 10.5%; 50-59, 5%; 
60-69, 2.8%. 


deaths 
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General American Has 
New Processing System 


General American Life has installed 
a data processing system for group 
A&S claims which reduces time and 
manpower needed to process claim 
payments and supplies increased statis- 
tical control information so that trends 
in group A&S coverages may be better 
evaluated. 

The system, developed after long 
research and planning directed by 
Howard H. Brightman of the group 
actuarial department, consists of an 
electronic adding machine inter-cou- 
pled with an IBM key punch machine 
on a “slave attachment” basis. This 
eliminates a separate key punch op- 
eration for making daily cash drafts 
and extensive editing, produces sta- 
tistical information about each group 
policyholder and enables bank drafts 
to be put on punch cards as they are 
paid. 


Conn. Mutual To Launch 
First National Consumer 
Ad Campaign On Feb. 23 


The first two advertisements of 
Connecticut Mutual’s first national 
consumer magazine advertising cam- 
paign, to be launched Feb. 23, were 
unveiled at the general agents meeting 
in Hollywood, Fla. 

The campaign will include four-col- 
or pages in Time and Newsweek and 
is designed to promote Cannecticut 
Mutual’s individualized approach to 
life insurance planning. 

The consumer advertisements _in- 
clude human _ interest illustrations 
painted by James Bama, New York 
artist. 
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LIFE INSURANCE EDITION 


McCallion Warns Of Some Anti-Trust Pitfalls 
Possible In Companies’ Concerted Claim Work 


(CONTINUED FROM PAGE 1) 


types of claims. Similarly, disclosure 
by one company to another or action 
taken or to be taken with respect to a 
claim would be an objectionable prac- 
tice, since it might lead to an infer- 
ence of joint action. 


Suggests Prompt Action 


Since the insurance business is a 
highly competitive one, claims men 
can best serve the interests of their 
respective companies by acting prompt- 
ly and independently on claims so as 
to render the best possible service to 
their own policyholders, Mr. McCal- 
lion said. 

Mr. McCallion discussed the various 
federal and state antitrust laws and 
article IX-D of the New York insur- 
ance law, prohibiting unfair methods 
of competition. He mentioned public 
law 15, referring to its provisions 
making the federal anti-trust acts 


‘“applicable to the business of insur- 


ance to the extent that such business 
is not regulated by state law,” and 
generally preserving the applicability 
of the Sherman act to any agreements 
or acts of boycott, coercion or intimi- 
dation. 

Cites Supreme Court Cases 


He cited Maple Flooring Manufac- 
turers Assn. vs United States, 268 
U.S. 563; Cement Manufacturers Pro- 


tective Assn. vs United States, 268 
U.S. 588 and Sugar Institute, Inc., 
vs United States, 297 U.S. 553, as 


cases in which the Supreme Court 
had approved the gathering and dis- 
semination of trade information and 
statistics where no resulting concert 


of action or restraint of trade was 
shown. But he cautioned his audience 
with this quotation from the opinion 
in the Sugar Institute case: 

“The freedom of concerted action 
to improve conditions has an obvious 
limitation. The end does not justify 
illegal means. The endeavor to put a 
stop to illicit practices must not itself 
become illicit. As the statute draws 
the line at unreasonable restraints, a 
cooperative endeavor which trans- 
gresses that line cannot justify itself 
by pointing to evils afflicting the in- 
dustry or to a laudable purpose to 
remove them.” 

William C. Johnson of Security Mu- 
tual Life of Binghamton, N.Y., chair- 
man of the claims conference, pre- 
sided. 


Achievement Awards Given 
To Connecticut Mutual GAs 


Connecticut Mutual president’s or- 
ganization trophies, awarded anually 
for outstanding agency development, 
were presented during the general 
agents conference at Hollywood, Fla. 
to Robert B. Whittemore, Boston; Dav- 
id B. Fluegelman, New York; Edward 
B. Bates, Los Angeles; DeWitt Jones 
Jr., Denver and Paul C. Kaul, Omaha. 
The Whittemore agency is the only 
first-time winner among the group. 
Charles J. Zimmerman, president, pre- 
sented the awards. 

Speakers at the conference were 
Mr. Zimmerman; Raymond W. Simp- 
kin, agency vice-president; Horace R. 
Smith and E. A. Starr, assistant agen- 
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cy vice-presidents; Paul A. Hoeffer, 
counsel, advanced sales division; Rob- 
ert B. Proctor, superintendent of agen- 
cies; James L. Russell, agency secre- 
tary; Royden C. Berger, director of 
advertising; William L. Camp, direc- 
tor of sales promotion; Clifford R. 
Walker, agency comptroller; and Law- 
rence G. Knecht, attorney, of Kiefer, 
Waterworth, Hunter & Knecht. 

Conservation awards were presented 
to the following general agencies: 
Remien, Grand Rapids; Kail, Cleve- 
land; Rosenfelt, Toledo; Jacobs, Mil- 
waukee; Moss, Louisville; Welch, 
Birmingham; Watson, Knoxville; 
Weeks, Manchester, and Bult, Salt 
Lake City. 


Kansas City Service Assn. 
Elects Welch President 


O. D. Welch, Kansas City Life, has 
been elected president of Kansas City 
Life, Accident, Health & Hospitaliza- 
tion Service Assn. Other officers are 
Robert Crosswhite, Old Security Life, 
vice-president; Meredith Thomas, Em- 


ployers Re, secretary; and James 
Houlihan, National Fidelity Life, 
treasurer. 
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Continental Assurance 
General Agents Elect 


Edward D. Landers of Cleveland was 
elected president for 1959 of General 
Agents & Managers Assn. of Conti- 
nental Assurance at the association’s 
35th annual meeting in Chicago. 

Stanley J. Neuman, Los Angeles, 
was named vice-president, and John 
C. Gage, Danville, Ill., secretary and 
treasurer. 

Elected to the board were: Philip C. 
Belber, Newark; Dorth Coombs, Wichi- 
ta, Kan.; Joseph N. Desmon, Buffalo; 
Mendel H. Kaliff, San Antonio; John 
W. Mack, Chicago, and Harold N. 
Sloane, New York City. 

Natiomal leader in ordinary for the 
4th consecutive year was the David A. 
Carr agency, New York City, and sec- 
ond in national production was the 
Chicago office. On a regional basis, 
second place in the Eastern depart- 
ment went to H. Malcolm Teare agen- 
cy, New York City, and second in the 
mid-America department was Brown 
& Brown agency, Chicago. Pacific 
Coast leaders were the Los Angeles 
office, first, and Stanley J. Neuman, 
Los Angeles, second. 
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HeNATIONAL UNDERWRITER 


Editorial Comment 
Victor Goldberg Vs The Mutual Funds 


The crusade of Victor R. Goldberg 
against the mutual funds has been 
halted, at least temporarily, as reported 
elsewhere in this issue. It is not sur- 
prising that the National Assn. of In- 
vestment Companies protested against 
Mr. Goldberg’s repeating his recent 
New York City Life Underwriters 
Assn. talk at the five other meetings 
in the area at which he was sched- 
uled to talk on the negative aspects 
of mutual funds. 

What is curious, however, is that 
such a’ large, interested and sympa- 
thetic audience was on hand for the 
New York City talk and that the pro- 
gram planners of five other groups 
felt their members were sufficiently 
interested in such a~talk to arrange 
for an address by Mr. Goldberg. The 
interest extended even outside the life 
insurance business. One of the talks 
now cancelled was to have been be- 
fore the Lions Club in Hempstead, 
N. Y., where Mr. Goldberg is general 
agent for Mutual Benefit Life. 

This interest among life insurance 
field men in learning of the weak 
points of mutual funds seems to be 
directly due to the increased activity 
in the sale of mutual fund shares in 
connection with minimum deposit 
plans. Evidently a lot of agents have 
been hit by this kind of competition 
and would like any kind of ammuni- 
tion against it that they can lay their 
hands on. 

The sale of mutual fund shares ties 
in so neatly with the minimum deposit 
idea that plenty more competition 
seems sure to develop from this 
source, unless the stock market gets 
into what seems like a long-term de- 
cline. Mutual fund salesmen are work- 
ing overtime the concept that life 
insurance is a wonderful thing—but 
for protection only. Formerly they 
could recommend term insurance and 
investing the difference in mutual 
funds. But many family heads have 
an aversion to term insurance. They 
are leery of the rising premium rates 
and the absence of cash and loan val- 
ues. But minimum deposit has all the 
allure of anything new and different. 

Incidentally, so many life insurance 
men are also selling mutual fund 
shares and so many mutual fund 
salesmen are selling life insurance 
that the term “mutual fund salesman” 
may mean anything from a man who 
sells nothing else, to a life agent who 
merely sells mutual fund shares when- 
ever the situation seems to call for 
them, but does not actively push their 
sale. It has been said—and also de- 
nied—that most of the cases in which 
a buyer is sold both life insurance and 
mutual fund shares, often to the ac- 
companiment of replacing existing in- 
surance, involve men who are pri- 
marily life insurance agents. The 
ground for this belief is that the life 
insurance business is sufficiently com- 
plex so that the typical mutual funds 
salesman is not interested in bother- 
ing with it, beyond recommending ei- 
ther term insurance or minimum de- 
posit, with or without a suggestion for 


replacing existing insurance to faci’i- 
tate the proposed deal. 

The appeal of mutual funds as a 
way of hedging against further loss 
in the dollar’s purchasing power is 
undeniable. On the minimum deposit 
plan, the policyholder can pull out his 
cash values as fast as he builds them 
up and invest them in mutual fund 
shares. If all goes as he hopes—and 
that “if” is so big that a lot of people 
fail to see it—our policyholder will 
reach 65 with a bunch of mutual fund 
shares that are worth substantially 
more than the life insurance cash val- 
ues he’d have built up. So he repays 
his enormous policy loan, converts his 
policy to an annuity basis, and still has 
his mutual fund shares to keep earn- 
ing income or to use for buying an 
annuity to augment retirement in- 
come from other sources. 

Many life agents are selling on that 
basis, but many more consider it dan- 
gerous folly. It’s quite understandable 
that they should want to hear what 
Mr. Goldberg or anybody else has to 
say against mutual-fund investing. 
Yet it is important that criticisms 
against mutual funds or their sales 
methods should be soundly based. Mr. 
Goldberg’s New York City talk brought 
high-level protests from the mutual 
fund people not only because it was 
an attack but because the mutual 
fund’s association considered it un- 
soundly based. 

National Assn. of Investment Com- 
panies decided, after looking over the 





Personals 


John A. Diemand, president of Life 
of North America, has received the 
Powell award for his contributions to 
“the benefit and prosperity of the city 
of Philadelphia.” The award consists 
of a gold medal and a sum in excess of 
$10,000. Mr. Diemand said he would 
give the money to charity. 


H. O. Fishback Jr., vice-president of 
Northern Life of Seattle, has been 
reelected president of Washington 
Conference of Unemployment Com- 
pensation. 


Fred H. White, general agent of 
Massachusetts Mutual at Buffalo, has 
been elected president of the Better 
Business Bureau of western New York. 


Deaths 


SINCLAIR E. ALLISON, 75, retired 
vice-president and actuary of Life of 
Georgia, died at Venice, Fla., after a 
long illness. Mr. Allison’s insurance ca- 
reer began in 1904. He had been in the 
actuarial departments of Canada Life 
and New York Life, and for five years 
was actuary of the Rhode Island de- 
partment. He had also been with the 
Tennessee department; vice-president 
and general manager of Stonewall Life, 
and vice-president of Pan-American 
Life. In 1944 he joined Life of Georgia 
as chief actuary and retired as vice- 
president and actuary in 1954. 





transcript of Mr. Goldberg’s New York 
talk, not to try to answer his state- 
ments on a point-by-point basis but 
instead to protest against the talk as 
a whole, on the ground that it con- 
stituted a violation of the joint agree- 
ment on principles entered into by 
NAIC and National Assn. of Life Un- 
derwriters. We believe the decision 
not to answer Mr. Goldberg was stra- 
tegically unfortunate and will be 
proved so by further developments. 

We believe the sound course would 
have been to do what Institute of Life 
Insurance did a year or so ago when 
Ralph Hendershot’s book “The Grim 
Truth about Life Insurance” came out. 
The institute prepared a_ point-by- 
point memorandum refuting the prin- 
cipal errors and distortions in the 
book. It distributed this memorandum 
widely. It was printed in full in THE 
NATIONAL UNDERWRITER. 

It could be argued by NAIC, of 
course, that the institute was dealing 
with a book in general circulation and 
that Mr. Goldberg was reaching a 
much smaller audience. But the prin- 
ciple is precisely the same. The right 
way to deal with a critic, even one 
you believe to be unsound and unfair, 
is to ignore him or else answer him 
convincingly. Trying to muzzle him 
only makes people think you haven’t 
got a good answer. 

It also creates sympathy for the 
critic among people who maybe don’t 
care much one way or the other but 
get their hackles up when somebody 
tries to interfere with freedom of 
speech. It doesn’t matter whether the 
critic is 100% right or clear off base— 
because how is anyone to know wheth- 
er the critic is right or wrong unless 
you answer him? 

We believe Mr. Goldberg is just as 
worthy of an answer from the NAIC 
as Mr. Hendershot was when the In- 
stitute of Life Insurance hit back with 
its statement. Mr. Goldberg has had 
long experience in the life insurance 
business. He is general agent in an 
important territory for one of the top 
ranking life companies. He was a writ- 
er and editor for the Commercial & 
Financial Chronicle from 1926-33. He 
has traded extensively and successfully 
in the stock market, and has chal- 
lenged any mutual fund management 
to match his record of over-all per- 
formance. We have seen his records 
and on the basis of them we would not 
recommend picking up the Goldberg 
gauntlet. 

Mr. Goldberg is an impassioned cru- 
sader against the mutual funds. He 
makes no pretense of having anything 
good to say about them. But if there 
are errors and distortions in his philip- 
pics, let them be pointed out by those 
best able to detect them. 

Since the mutual funds have no 
public relations setup comparable to 
Institute of Life Insurance, probably 
National Assn. of Investment Com- 
panies is entitled to more sympathy 
than criticism for refusing to say spec- 
cifically what is incorrect or distorted 
about the Goldberg criticisms. We 
hope, however, that the individual 
funds that Mr. Goldberg criticizes so 
mercilessly will feel like answering 
him. Anyway, we’re giving them the 
chance. Even if they choose to ignore 
it, that act in itself will constitute a 
rather revealing comment.—R.B.M. 
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LIFE INSURANCE EDITION 


New Ways-Means Formula Changes Tax Bill 


(CONTINUED FROM PAGE 1) 


terest, dividends received credit, and 
the small business deductions. 

In computing step 2 income, the 
deduction for dividends to policyhold- 
ers will not be allowed to the extent 
that it would reduce the gain from 
operations below the taxable invest- 
ment income. Two special deductions 
are provided. One is a deduction of 
10% of the increase in reserves on 
non-participating life insurance con- 
tracts other than annuity contracts 
and group contracts. 


Deduction For A&S 


The other special deduction is a de- 
duction of 2% of the premiums re- 
ceived on group life and group A&S 
contracts. These two deductions will 
not be allowed to the extent that they 
would decrease the gain from opera- 
tions below the taxable investment 
income. A company on a preliminary 
term method of accounting may com- 
pute its gains from operations as 
though it were on the net level pre- 
mium method. 

Life companies will be taxable cur- 
rently on a tax base which takes into 
account both the taxable investment 
income and the gain from operations. 
If the gain from operations exceeds 
the taxable investment income, the 
tax base will be the taxable invest- 
ment income plus one-half of the ex- 
cess of the gains from operations. If 
the gain from operations is less than 
taxable investment income, the tax 
base will be the gain from operations. 
If there is a loss on operations for the 
year, this loss will be allowed as a 
carryback for three years and carryfor- 
ward for five years. 


Capital Gains Treatment 


Capital Gains: The net long-term 
capital gain will not be taken into 
account in computing either the tax- 
able investment income or the gain 
from operations. Companies with a net 
long-term capital gain will pay the 
25% capital gains tax. Net capital 
losses will have the usual five-year 
carryover provision. Gains realized in 
1958 will not be taxable and gains 
realized after 1959 will be computed 
by treating as the basis the value of 
the asset as of Dec. 31, 1958. 

Step 3—Tax on distribution of prior 
untaxed income: The tax on life com- 
panies will include a third step based 
upon the distribution of dividends to 
policyholders. Companies will be re- 
quired to maintain a shareholders sur- 
plus account and a policyholders sur- 
plus account. The shareholders surplus 
account will be basically the aggre- 
gate of the income which has been 
subject to the full 52% corporate rate 
less the taxes thereon (or the full 
capital gains tax). To the extent that 
actual dividends paid to stockholders 
do not exceed this amount, there will 
be no additional tax on the insurance 
company under this third step. This 
shareholders surplus account will be 
called the tax-paid-income account. 


Policyholders Surplus Account 


The third step requires that compa- 
nles also maintain a policyholders sur- 
plus account. This will be basically 
the aggregate of the portion of net 
operating gain on which the company 
has not paid tax. Whenever the actual 
dividends to shareholders exceed the 
amounts in the shareholders surplus 
(tax-paid) account, they will be 
treated as coming out of the policy- 
holders surplus account and this will 


result in that portion of the policy- 
holders surplus account being subject 
to the corporate tax at the time of the 
distribution. 

A simple illustration of the opera- 
tion of the shareholders surplus ac- 
count and the policyholders surplus 
account is given by the following ex- 
ample: 


Taxable investment income $100,000 


Gain from operations 200,000 
Tax base 150,000 
Tax (at regular 

corporate rate) 12.5% 


On the basis of this year’s income 
account, the company would have a 
shareholders surplus account of $150,- 
000, minus $72,500, or $77,500. If the 
cash dividends did not exceed this 
amount, there would be no further 
step 3 liability. If the cash dividends 
exceeded this amount by, for example, 
$48, the company would be consid- 
ered to have drawn down from the 
policyholders surplus account $100 to 
pay the additional tax of $52, and the 
additional dividend of $48. 

The bill, as approved, differs from 
the preliminary draft made _ public, 
principally in the following ways: 

1. A new third step tax has been 
added to provide that any previously 
untaxed operating gains will be sub- 
ject to the regular corporate income 
tax when distributed to shareholders. 


Larger Pension Deduction 


2. The step 1 tax on investment in- 
come of life insurance companies has 
been modified to provide a larger de- 
duction with resepct to earnings on 
reserves held for qualified pension 
plans. 

3. A more adequate treatment of 
investment expenses attributable to 
mortgage service fees has been pro- 
vided. 

4. Reserves held against guaranteed 
renewable A&sS policies will be treated 
like life insurance reserves. 

5. In the second step of the life in- 
surance taxable income (gain or loss 
from operations) the companies will be 
allowed a deduction for 10% of the 
increase in reserves on non-partici- 
pating life insurance contracts other 
than group contracts and other than 
annuities. They will also be allowed 
a deduction of 2% of premiums re- 
ceived on group life and group acci- 
dent and health contracts. 


Capital Gains Changes 


6. It is provided that net long term 
capital gains will be taxed separately 
at 25% without being merged into the 
regular income accounts of the com- 
pany. Capital gains realized in 1958 
will not be taxable and after 1958 the 
taxpayer may use as the basis for 
computing gain the market value of 
the asset as of Dec. 31, 1958. 

7. It is made clear that life compa- 
nies will be required to report invest- 
ment income on an accrual basis, and 
it is provided that the accrued but 
unreported income at the end of 1957 
will be taxed under the provisions ap- 
plicable to 1957 with the resulting tax 
being spread over 10 years. 

8. A new rule is provided for the 
determination of surplus allocable to 
United States business in the case of 
a foreign life company. 

9. It is provided that individuals 
receiving dividends on stock in life 
companies will be entitled to the 4% 
dividends received credit and the $50 
dividend exclusion. 






INSURANCE COMPANY OF CALIFO 
: Home Office: Los Angeles Jw : ae & 





Where Does A 
Circle End? 


if it’s a sales circle and if you start it with an Occidental 
Change-Easy policy, it shouldn't end until you’ve covered 
your client's every need, step-by-step, over a long period. 


Two reasons: (1) We make it easy for the insured to in- 
crease his protection — by adding rider benefits to his 
original policy. (2) We make it attractive by charging only 
one basic administrative cost per policy, regardless of the 
number of riders added. 


And since premiums on the basic policy are graded by 
size, the bigger the package the lower the cost per $1,000. 


That’s why Occidental Change-Easy insurance builds 
clientele. Policyholders soon discover it pays to come 
back for more. 


Thus the circle never ends. 









il 


We pay Lifetime Renewals...they last as long as you do! 





25 











Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Mail this 


Coupon 
Kolo lon 





Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


information, at no obligation to me. 





I am interested in your service. Please send further 








0 Agent 

0 Gen. Agt. 
Name. 28 SOR Se as 
Address. 
City State. 
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We're Looking for a Man 


175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. e 
| 


Who Has a Good Job 


s+ ee ee ss + + fora challenging position 
with a progressive life company in New York. 


Our growth has created a need for an Executive Assistant to 
a man who enjoys the responsi- 
bilities and rewards of working with general agents on sales, 
recruiting, agency development and personal problems, and 
who has been a successful brokerage supervisor, agency man- 
ager or home office executive with a solid record as a personal 


our Director of Agencies . . . 


It’s a position that requires both home office and field work . . . 
offers unique opportunity for future growth ... and of course, 
the salary is in line with your experience and qualifications. 
Interested? Then write today—in complete confidence—to 
Box 226, Dept. 33 VJC, Church St. Station, New York 8, N. Y. 














WANTED 
DIRECTOR OF TRAINING 


Young life insurance company with 
full, competitive policy portfolio and 
over $180 million insurance in force, 
needs man age 28 to 44 to build a 
formal training program for its 
agents, general agents and managers. 
Must have successful background in 
training and at least five years expe- 
rience in the field. 


The salary is open and for the right 
man there is real opportunity for ad- 
vancement in a company managed by 
young, progressive life insurance men 
and backed by a multi-million dollar 
corporation. As a department head in 
Los Angeles home office, you'll enjoy 
attractive employee benefits and a 
very liberal corporate profit sharing 
plan. 

Write Box E-40, c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


ACTUARY 


Nationally prominent Des Moines, lowa A & H 
company has entered Life insurance field and 
has need for Actuary in its fast growing Life 
Department. Company at present time is using 
services of consulting actuary and has no Home 
Office actuary. 


In replying please advise age, marital status, 
whether associate or fellow, or how many exams 
passed, experience, and when available for 
personal interview. 


Salary open according to qualifications. Com- 
pany has exceptional employee benefits and re- 
tirement program. Reply to Box E-48, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














LIFE INSURANCE 
INVESTMENT OFFICER 


Exceptional opening for management-level man, 
age 38-50. Must have substantial experience in 
Life company of Trust portfolio management, 
especially relating to stocks, bond, and direct 
plocement work, Excellent chance for advance- 
ment with fast-growing midwestern life insurance 
company. Enjoy modern offices; liberai pension, 
welfare, and salary policies. 

Send full details and résumé for confidential 
reply to W. Mead Stiliman, President, Wisconsin 
National Life Insurance Ce., P.O. 140, Oshkosh, 
Wisconsin. 


HOME OFFICE 
TRAINING ASSISTANT 


A well established eastern Life and A&H 
company needs a capable assistant di- 
rector of training. 


To qualify you must have proved ordinary 
life sales ability as well as supervisory ex- 
perience. Sound knowledge of selling, pros- 
pecting, work organization essential. 


Responsibilities—to assist in administration 
of training program to both managers and 
agents, and the organization of regular 
inars and cl in recruiting, selec- 
tion and training, as well as fundamentals 
of Life insurance. 
Write Box E-49, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ill. All replies strictly confidential; all 
will be answered. 

















Life Manager 

A west coast Life Co. offers responsible position 
for man fully experienced at home office manage- 
ment level in preferably small to medium-size 


Write full particulars to: C. Hays, Citizens Life 
and Casualty Ins. Co., 639 So. Spring, Los 
Angeles, Calif. 











LIFE UNDERWRITER 


We have an excellent opportunity for a 
successful life underwriter with 7-10 years 
experience. He must be capable of super- 
vising the underwriting and policy issue 
functions of our young but rapidly growing 
insurance company. If you are interested 
in this challenging position write: 

Carl Haase, Actuary 
INVESTORS SYNDICATE LIFE 
INSURANCE AND ANNUITY CO. 

Minneapolis 2, Minnesota 


Says One-Stop Service 
Is Simply A Theory 


(CONTINUED FROM PAGE 6) 
that knowledge, no one can decide the 
low net cost. 

Another area of significance in 1959 
will be the impact of what some refer 
to as “mass marketing,” more fre- 
quently called group insurance, Mr. 
Peirce said. 

In the first eleven months of 1958, 
individual life sales nationwide re- 
mained at about the record level of 
1957, and even rose about 3%. Group 
sales, on the other hand, were off 
about 19% for the industry as a whole. 

The reasons for the decline in group 
sales were largely economic ones. Em- 
ployment was down, business was 
somewhat uncertain, employers were 
reluctant to buy. The atmosphere will 
be quite different in 1959. Employment 
will improve, business will be better 
and group life sales should increase, 
Mr. Peirce predicted. 

The question is—will this have a 
negative effect on individual life sales? 
Again, this is a much debated question, 
Mr. Peirce said. A recent survey con- 
ducted by the survey research center 
of the University of Michigan found 
that those individuals covered by group 
life insurance were more frequently 
protected with ordinary insurance than 
were those who had no group life 
insurance. 

This may not be conclusive but 
many a general agent for many a 
group writing company has told him 
that the very best source of prospects 
for the sale of ordinary insurance 
were among individuals already in- 
sured under a group plan with their 
company, Mr. Peirce noted. It is not 
sound underwriting to issue amounts 
of group insurance on a few indivi- 
duals in a given organization, when 
the amounts are greatly in excess of 
their annual salary. But how often is 
this actually a stumbling block to the 
sale, Mr. Peirce asked. It is more likely 
that the prospect is using his owner- 
ship of group insurance as an excuse 
not to buy more individual insurance. 
The real challenge is to persuade this 





Wanted 
ACTUARY 


Fellow or Associate for Medium- 
sized Life company in large metro- 
politan center. Salary $15,000 in 
accordance with experience and 
qualifications. Age to 35. Our staff 
knows of this advertisement. Write 
Box NY-4, c/o The National Under- 
writer Co., Adv. Dept., 17 John St., 
New York 17, N.Y. 











FIELD SUPV. WANTED 
Dan A. Kaufman Co. Agency 
Northwestern Mutual Life 
1578 Sherman Ave., Evanston, III. 
Seeking field supervisor, age 30-39. Sales 
training duties only—no recruiting. CLU 
or outstanding record required. Replies 

held in strict confidence. 











(Our agents know about this ad) 











SUPERVISOR—SO. CALIF. 


Opportunity in established life agency of over 
100 year old Co. Some experience required. 
Salary and incentive plan. Fringe benefits. Op- 
portunity for management. Replies held in con- 
fidence. Write Box €E-56, c/o The National 
i Co., 175 W. Jackson Blvd., Chicago 
LA 
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Goldberg's Talks Are 58 
Cancelled By Protesis 


(CONTINUED FROM PAGE 2) In: 
statement, Mr. Goldberg said he was 
not a party to the joint principles 
agreement and that although his 1954 C 
talk was what brought about the dis. Cc 
cussions and agreement he was never with 
asked to substantiate his statements 


; é an | 
or even given an opportunity to do go, gain 
Was A Financial Writer $7,0 


As to his talk being based on “ip. 95% 
complete information and an inade. : 
quate knowledge of common stock ip. SI 
vesting in general and mutual funds 
in particular,” Mr. Goldberg pointeq 
out that from 1926 to 1933 he was aq If 
writer and editor for Commercial & 
Financial Chronicle of New York City 
and that from 1929 to 1933 he was an ak 
editor of its Railway and Industrial} " 
Compendium. 

“T’ve also had active experience 
trading in the stock market,” he told N 
THE NATIONAL UNDERWRITER. “Over exce 
the last decade, or any prior time} gain 
I’m willing to match my stock-market# Dec. 
earnings record against any mutual? of : 


fund in the business.” than 

—s C: 
New Pittsburgh A&H a 
Assn. To Meet Feb. 18 329, 


Levi Bottens, acting director of— 838, 
LUTC, will address the first meeting} in re 
of the newly organized Pittsburgh Pe 
Assn. of A&H Underwriters Feb. 18} ficia 
His talk will cover coordination of TI 
A&S with life sales and the impact of anni 
recent social security legislation on the 
A&S business. Election of officers will 





also be held. 
Re 
prospect that he has doubled the fire | 2%’ 
insurance on his house because its} 224 
value today is twice that which he paid high 
for it 15 years ago, that he insures his 1958 
automobile for its current replacement | ¢t/i 
cost but that he has not as yet fully} ' J 
indemnified his family against the} With 
possible loss of his economic value on} fe 
the basis of today’s dollar. As 
There is every reason to believe that year 
on the whole the spread of: group life on 
insurance stimulates the sale of per- ane 


sonal insurance. And this stimulus kind 
should be even greater in 1959 because 
of the changes that are rapidly occur- 253.( 
ring in the market for personal life ? 
insurance as a result of upgrading 
both work and income, Mr. Peirce 
stated. The market of potential indivi- in 19 
dual insurance buyers has expanded Ne 
and will continue to expand, not only asain 
in terms of the rising income of pis 
workers who remain in the same jobs | ji¢, | 
but in the occupational changes that shied 
are gradually transforming the jobs This 
in America from unskilled laboring sedis 
jobs to those of skilled technicians and total 
specialists. Tt 

When this development is measured eye 
against a very exhaustive market sur- expe 
vey recently conducted by Life maga- taxe: 
zine, the size of the market and the 
opportunity that is available to life 
men magnifies tremendously, Mr. 
Peirce said. Over 65% of the fam- Lit 
ilies earning $5,000 to $7,000 per total. 
year have less than $10,000 of life Sale 
insurance in force. Over half (51%) & | milli 
the families earning from $7,000 to | $259 
$10,000 have less than $10,000 of life in 1 
insurance. Over half (55%) of all the force 


college graduates who are the heads As. 
of households own less than $10,000 of | at ys 
protection. rate 


These trends and statistics prove asset. 
that the mass market is an enormous, conti 
inviting market for individual coverage to $4 
—greater than anything yet tapped, Bo 
and growing greater with every pass- 000 { 
ing year, Mr. Peirce stated. 
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‘58 Annual Statements 
Record Big Gains In 
Insurance In Force 


(CONTINUED FROM PAGE 1) 


CONTINENTAL ASSURANCE 


Continental Assurance ended 1958 
with $5,421,720,707 insurance in force, 
an increase of $514,599,377. The net 
gain from insurance operations was 
$7,001,581, an increase of $2,019,005. 
Directors have voted to recommend a 
25% stock dividend, and it will be 
voted on by the stockholders April 1. 

Surplus of Continental at Dec. 31 
was $61,285,549, up $9,115,931. Assets 
totaled $587,926,193. 

If the stock dividend is declared, it 
is contemplated that the present 25 
cent quarterly dividend will be contin- 
ued on the increased number of shares. 


FRANKLIN LIFE 


New sales of Franklin Life in 1958 
exceeded $750 million, a $50 million 
gain over 1957. Insurance in force at 
Dec. 31 was $3,166,251,592, an increase 
of $364,811,414. Assets gained more 
than $50 million to total $470,385,528. 

Capital and surplus of Franklin at 
the end of the year amounted to 
$54,750,000. The company carries $25,- 
829,443 in government bonds, $197,- 
838,888 in other bonds and $163,679,495 
in real estate loans. 

Payments to policyholders and bene- 
ficiaries were $30,128,303. 

The company will celebrate its 75th 
anniversary in 1959. 


GENERAL AMERICAN 


Record sales pushed General Ameri- 
can’s life insurance in force, individual 
and group combined, to a new all-time 
high of $2,949,872,030 at the end of 
1958, or 124% more than a year 
earlier. This puts the company in line 
to join the small group of companies 
with more than $3 billion of insurance 
in force early in 1959. 

Assets increased 5.1% to reach a 
year-end high of $258,028,000. Policy 
and certificate holders and their bene- 
ficiaries received approximately $56 
million in benefit payments of various 
kinds. 

Income from premiums totaled $69,- 
253,000 and with income from invested 
assets and miscellaneous sources the 
company’s total income was approxi- 
mately $83 million or 10.5% more than 
in 1957. 

New life sales totaled $450,472,421 
compared to $381,428,727 in 1957—an 
increase of $69,043,694 or 18.1%. Group 
life sales rose 291% over 1957 for a 
record-breaking total of $340,195,921. 
This more than offset a 7% decline in 
ordinary or individual life sales, which 
totaled $110,276,500. 

The net rate of return on invested 
assets rose to 4.06% after investment 
expenses but before federal income 
taxes, as compared to 3.76% in 1957. 


GREAT-WEST LIFE 


Life sales of Great-West Life in 1958 
totaled $448,600,000, a 10% increase. 
Sale of annuities declined to $60 
million, and A&S premiums reached 
$25, 900, 000, compared with $22,800,000 
in 1957. Insurance and annuities in 
force amounted to $4,172,000,000. 

Assets increased by $47 million and 
at year-end totaled $683,700,000. Net 
rate of interest earned on invested 
assets increased to 4.60%. Capital, 
contingency reserve, and surplus rose 
to $45 million. 

Bond investments rose to $319,000,- 
000 from $300,600,000 in 1957. Premi- 
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NATIONAL LIFE OF VERMONT 


National Life of Vermont in 1958 
showed the largest annual asset in- 
crease, $44 million, in the company’s 
109-year history. Assets now total $743 
million; unassigned surplus is $42 mil- 
lion, a 10% gain over 1957, and in- 
surance in force is $2.2 billion, a 9% 
increase. 

Sales in 1958 were largest in Na- 
tional’s history, totaling $290 million, 
up almost 3%. Gross interest earning 
rate rose from 4.36% to 4.43%, and 
the net rate from 3.63% to 3.65%. 


JEFFERSON STANDARD 


Jefferson Standard’s paid business 
in 1958 was $217,696,195, and net gain 
in insurance in force was $95,304,675, 
which brought total insurance in force 
to $1,803,871,538, a new high. Paid 
business for the second half of 1958 
was $5.7 million over paid for busi- 
ness during the first half of the year 
and 4% greater than the last six 
months of 1957. 

Assets increased $43,968,524, a rec- 
ord gain. At the end of the year assets 
totaled $540,773,865. Net investment 
income in 1958 was more than $25 
million, a gain of nearly $2.5 million 
over 1957. Net rate of return before 
federal income tax was 5.09% as 
compared with 4.98% in 1957. 

Jefferson Standard directors declared 
the regular quarterly dividend of 25 
cents a share on 2.5 million shares of 
capital stock outstanding, plus an ex- 
tra divident of 25 cents a share, pay- 
able Feb. 10 to stockholders of record 
noon Feb. 2. 


STANDARD OF OREGON 


Standard of Oregon’s 1958 new busi- 
ness exceeded $100 million for the 
second year, and in December the 
company reached $500 million in force. 
With $516,061,622 in force Dec. 31, 
Standard is in the top 10% of life 
companies in this category. 

A&S premiums increased 40% in 
1958. The interest return reached the 
highest level in more than 20 years. 

Payments to policyowners and bene- 
ficiaries were $6,223,375, an increase 
of 14.7%. Of the total, $3,619,306 went 
to living policyowners and $2,604,069 
to beneficiaries. 


OLYMPIC NATIONAL LIFE 


Insirance in force reached $75,587,- 
754 in 1958, a gain of 12.3%. 

Premium income of $2,192,655 and 
investment income of $637,060 were 
the principal items of total income of 
$2,949,447 for 1958. 

Disbursements totaled $2,062,915, 
which included benefit payments of 
$524,604. Death claims amounted to 
$264,087, up slightly from the previous 
year. Disability and medical expense 
claims of $260,597 were paid. The 
claim experience on disability business 
was somewhat more favorable than 
the previous year. 

Dividends paid to policyholders to- 
taled $200,225 and to _ stockholders 
$16,902. Assets increased $981,159 to 
$11,241,606, an increase of 9 %. Pol- 
icyholders’ surplus rose to $850,764, a 
gainof7 %. 

Average interest earned on all assets 
was 4.27%. The board declared a 
dividend to stockholders of 70 cents a 
share. All officers and board members 
were reelected, 





um income was $107,300,000 and in- 
vestment earnings were $29,200,000. 
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~The JAMAICAN 


HOTELS 
THE DINKLER PLAZA 
Atlanta 


THE DINKLER-TUTWILER 

Birmingham 

THE + niggas DAVIS 

Montgom 

Pa A DINKLER-ANDREW JACKSON 
ash 


THE cr. CHARLES 
New Orleans 


MOTOR INNS 
THE JAMAICAN 
Jacksonville, Fla. 


THE BELVEDERE and ‘ 
THE BELVEDERE ICE RINK 


Atlanta, Georgia 
RESTAURANTS 
THE LUAU 

Atlanta 


America’s Most Exotic, Exciting, 
Exceptional Restaurant in Decades 





7, of he rukepig 


inkler 





The DINKLER- 
JEFFERSON DAVIS 





HOTELS + MOTOR INNS - RESTAURANTS 





CARLING DINKLER, President 
CARLING DINKLER, JR., V.P. and Gen. Mgr. 
immediate reservation confirmation via Teletype at 
no charge through any Dinkler hote! or representative 
NEW YORK: Circle 7-6940 « CHICAGO: MOhawk 4-5100 
WASHINGTON: EXecutive 3-6481 























| ACTUARIES 











Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 


Haight, Davis & Haight, inc. 
Consulting Actuaries 


2801 North Meridian St. 
Indianapolis 8, Ind. 





5002 Dedge St. 
Omaha 32, Neb. 








BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 





E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 








COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 


RINTYE. STRIBLING 











& ASSOCIATES 
Consulting Actuari Accountants 
Pension Geen 
William-Oliver Bldg. Atlanta 
JAckson 3-7771 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. pighinen 5 Chicago 4, Il. 
Telephone ‘\ WAbash 2-3575 . 


Seis Sileeitiii & Cy 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 











Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 





10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 














Robert H. Goddard, pioneer in rocketry, featured next month in John 
Hancock’s series of advertisements paying tribute to great Americans. 


We, too pioneer in the Modern Age 


On era moves toward new worlds... and in the spirit of our 
times John Hancock takes its modern place. With the help of 
today’s almost unbelievable electronic machines we deliver ever- 
faster service to millions of our policy owners. 


Nearly 2,000,000 policy records are maintained on magnetic tape. 
Our giant computers create and print some 400,000 premium 
notices every month. Our payroll for 6,000 Home Office employees 


How we paid benefits 


@ In 1958, John Hancock paid total benefits of $418,000,000, an 
average of $1,674,000 every working day, and $34,000,000 more 
than in 1957. 

Payments flowed into every state and territory of the United 
States and into various Canadian provinces. 


@ $673,437,000 paid to or set aside for policy owners or ben- 
eficiaries in 1958 —an increase of 3.0%. 


is automatically prepared—in two hours weekly! Modern electronic 
equipment contributes to our major actuarial operations, to divi- 
dend and annuity computation, and to group insurance accounting. 


We believe that John Hancock’s alertness in adopting ever-newer 
ways of serving our policy owners has been a vital part in the 
great growth demonstrated in the 1958 Annual Statement excerpts 
below: 


How we safeguard the future 


@ Assets: $5,518,219,000. (Obligations, $5,006,953,000; general con- 
tingency reserve and special contingency reserves, $511,266,000.) 

®@ American industry and communities strengthened by John 
Hancock investments —an average of $1,950,000 invested every 
working day. 

@ Over $22 billion of John Hancock insurance in force at the end 
of 1958 —an increase of 7.9%. 
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